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No. 1775 Wrought Steel Door Stay 


The Stanley No. 1775 Wrought Steel Garage Door Stay permits closing the door with 
one hand from inside the garage. Throwing the door open sets the device in action 
and without going out of the garage to grasp door handles, a slight pull on the attached 
chain releases the lock and draws the door shut. It is easily applied, out of the way, 
and no mortising is necessary. 
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When visiting the Panama-Pacific Exposition, you are invited to make | rad LEY : uh SF aN LAD 
your headquarters at the Stanley Booth, Block 26, Manufacturers’ Bldg. oni cAod 
See Pages 33, 75 
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Situation and Help Wanted and Business Opportunities, Pages 104 and 105 
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you help sell other goods for us. 
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A Texas Dealer writes 


In fact, 
Do you know about our advertising and display helps for retailers ? Write for Circular 1245-1. 
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Profits to National 
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Write for our proposition 


STRUCTO MANUFACTURING COMPANY 


FREEPORT, ILLINOIS 
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An Inspector's Report 


is accepted by a manufacturer as the final proof 
that his product reaches his standard. His rep- 
utation as a careful manufacturer depends on 
that report and its correctness depends on the 
accuracy of the tools the inspector used in check- 
ing the product. For this reason 


Brown ¢& Sharpe Tools 


are to be found on the inspection benches in the 
leading manufacturing plants. Known for two 
generations as being standard for accuracy, de- 
pendability and good service, they are invariably 
used where quality counts. Let manufacturers 
in your locality know that you carry this depen- 
dable line of precision tools and you will find it 
will result in profitable orders for inspection 
equipment. 





You should see to it that machine shops are sup- 
plied with copies of our No. 26 catalog. 


Brown ¢c& Sharpe Manufacturing Co, 


PROVIDENCE, fk. L, U.S. A. 


A full line of our tools is carried at our Chicago Store, 626-630 Washington Blvd., Chicago, Illinois 
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How to Hold the 
Roving Customer 


That is one of the big problems which confronts every 
merchant today. 


The Coes proposition offers you a logically sure way of 
localizing the transient wrench trade in your neighbor- 


hood. | 


Every Coes Wrench is built of few parts: we have taken 
off everything which might tend to weaken the wrench 
asawhole. Asa result the Coes Wrench is 30% stronger 
than others. This is a claim which we are prepared to 
prove at any time. 


The chance customer who once buys a Coes Wrench of 
you will stick to you like a true friend ever after. That 
is how the Coes surplus value works to your advantage. 


Coes Wrench Company 


Worcester . Mass. 


Agents: 
J. C. McCarty & Co., - - - ~ 29 Murray Street, New York 
John H. Graham & Co., - ~ ~ 113 Chambers Street, New York 
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The Guarantee of Excellence 
on Files 


FATHER AND SON 
Point with Pride to the 
Brand of Files they Use 


IME changes many things, but the skilled 

workman passes along his preference for the 
tool that has always given honest value and per- 
fect satisfaction. 


Nicholson Files 


More Sales—More Service—More Satisfaction 





The NICHOLSON standard of excellence for highest grade files, 


established over half a century ago, is just as rigidly maintained 
today as in the past. One chooses NICHOLSON Files with per- 


fect confidence. Your Jobber can supply “NICHOLSON” Brand. 








“FILE FILOSOPHY’’—A 50 years’ education on files 


in an hour, and our catalogue, sent FREE on request 


Nicholson File Co., Providence, R. I. 
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Typical of Our 
Service to the 
Dealer 


EXT to producing the best 
quality in tools is the method 
of distributing them. Here’s 

a way we help the Billings and 

Spencer Dealer sell our wrenches. 

This B. & S. Wrench Display Sales 

Board ADVERTISES, SELLS and 

STORES wrenches. It has made 

good. It fills a natural demand that 

has long been felt. That it has been 
appreciated is evident by the num- 
ber already in use. But there should 
be more in use. Every dealer who 
puts it in opens a way to more prof- 
its because of the better service it 
permits him to give his customers. 
It does away with old - fashioned, time- 
patience-sales-losing methods of placing 
them in drawers hidden behind counters 
and out of sight. This board places them 
where they can be seen, where customers’ 
selections can be quickly and satisfactor- 
ily made. No deadwood. It carries half 
dozen wrenches of sizes that are in de- 
mand. It serves also as a reminder to 
the man who “just came in to purchase 
an oil can.” It acts as a courteous, clean- 
cut salesman. It appeals to the custom- 
ers’ discrimination and judgment. The 

B. & S. trade-mark plainly displayed 

eliminates all doubt in his mind. 

You need one in your store. Its use will 

convey to your customer the impression 

that you are a merchant who tries to 
serve them the BEST in the best way. 

Use the coupon below at once — the 

sooner the better. 





The 
Billings (2, Spencer 


Company 


Hartford ~ Connecticut 
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Showing the Billings & Spencer 
Wrench Display Sales Board in Use 


Send Coupon NOW 


FA & Spencer 
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NION HARDWARE CO. 


CAN BE RETAILED FOR 
NEW YORK OFFICE 
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SMMC 


99 CHAMBERS STREET 
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Wheels 






























A COMBINATION of 
STRENGTH and 
UTILITY 





Drop-F orged Steel Frame. 
Drop-F orged Steel Cutters. 
Interchangeable from 2 
Rolls and Wheel into a 
3-Wheel Cutter by Re- 
moving Rolls and Substi- 
tuting Wheels. All Parts 


Interchangeable. 





MADE BY 


Trimont Mfg. Co. 


ROXBURY, MASS. 


Send for Catalog No. 133. 
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MILLERS FALLS 
TOQLS 





An Announcement To The Trade 


HIS is the first of a series of advertisements which will appear every month under the 
emblem of the Millers Falls Company to help you become better acquainted with us. 
Probably you already know us by name as makers of quality tools for almost 50 years; but 
we want to stand for more in your mind than just a good, long-established, reliable name. 
We want your friendship, and intend to earn it. 


For months we have been studying and 
investigating to find out just how as tool 
manufacturers we could best help the 
hardware man sell more tools. 


Hundreds of dealers have been interviewed 
and quizzed, to find out how new sales and 
more sales could be made by the average hard- 
We are still investigating, still 
asking questions, still checking up answers— 
and we intend to do so permanently so that 
by constantly “feeling the pulse” of the mar- 
ket, we may always be a Cooperative Sales 
Service of real and intense value to you hard- 
ware dealers who sell tools. 

We believe that doing this we will earn from 
you the friendship which we want. 


ware dealer. 














Here is the platform on which the 
Millers Falls Company stand— 





If you have We specialize on a few lines of tools. 

We make these tools as good as they can be 
a tool 

made. 

department, We keep them ahead of competition in im- 

: provements in design and mechanical detail. 
read this | 

We advertise these tools liberally in such 
periodicals as reach the classes of buyers 
which make up your tool market. 








We offer you a COOPERATIVE SELLING SERVICE in 
the shape of advertising matter, selling suggestions and sales 
helps based on real knowledge of the conditions of your 


market, rather than theory. 


We are going to Help 


To help you make your tool department efficient is what the 


Millers Falls 


accomplish. 


Cooperative Selling Service is aiming to 


And this efficiency doesn’t mean “red-tape” and fussing with 
bothersome details; but rather the discovery and recognition 
of opportunities, the development of new opportunities, and 
making the most of them, literally “cashing in” on them. 


In its primary forms, as it is today, Millers Falls Cooperative 
Service consists of show cards for your walls and windows, 
booklets and leaflets for distribution over your counter or 
with your bills, electrotypes for newspaper advertising, the 
sending to you of names of prospective tool purchasers that 
come to us through our general advertising, and special win- 


dow display materials. 


ihe 
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help you boost sales. 





As our investigations reveal 
other ways in which we can 
help increase your sales, new 
features will -be continually 
added so that the Millers 
Falls Cooperative Service may 
be always as complete and of 
as great value to you as pos- 
sible. 


But, first of all, in order to 
convince you of the broad 
gauge policy on which this 
new SERVICE is founded, we 
want to send you and have 
you read “HOW TO SELL 
TOOLS.” 


This book was written for us 
by the manager of the tool 
department of one of the 
largest retail hardware stores 
in the country. 





Some of the details of our new Cooperative Service are 
given below. Read them. And remember they are simply 
the initial steps; that there is much more to follow; and that 
every detail is designed to increase your turn-over and your 
PROFITS. 


you sell MORE Tools 


The writer knows how to sell tools in small stores and in 
large—he could sell them for you, if you could afford to 
buy him away from his present position. 


He knows mechanics and their whims and their crochets. 


He knows how to get their attention and their confidence. 


He knows these things not in theory 
but in fact, because he has been 
through it all himself and has earned 
the title of the best retail tool sales- 
man in the country. 


You can get the benefit of all this 
expert’s experience for nothing in 
this book. And when you have read 
it, you will be able to judge just how 
much our Sales Helps can help you, 
and just which ones among them you 





: _— k mone 
had better start with. - i . 


With this book will come a folder picturing and describing 
our Cooperative Service, and from it you can conveniently 
select the cards, leaflets, booklets and electrotypes that will 
best apply to your present requirements. 


MILLERS FALLS CO. 


Service Department 


MILLERS FALLS, MASSACHUSETTS 
and 28 WARREN STREET, New York City 








BRACES 


MITRE BOXES 


BREAST DRILLS 


HACK SAWS & BLADES 
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Great Window Display ~ »z- 
For The Fall Trade 


They stand up under hard usage and cut clean with the least exertion. 


Draw the home trade with window displays of Simonds Saws. We make 
saws for every use. Lumbermen—the greatest saw users—swear by 


Simonds Saws. 


ibe . e e 7 . O55 P 
bes Write us for pointers as to how you can increase your business with LE 
a Simonds Saws. aoe 


BF SIMONDS MANUFACTURING CO. 


\ / ‘*The Saw Makers’’ 
Fitchburg, Mass. 
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i Complete 
-Weldless Chain Line— 


Coil Chains; Halters, Dog Leads and Ken- 
nel Chains; Cow lies and [ie-Out Chains: 
Hammock and Porch Swing Chains. Sash 
Chain, Oneida Galvanized Chain for Arc 


Lamp Suspension, Friction Chain for 
Looms, and Chains for all Special Purposes. 
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Sole Manufacturers of 


Campbell Hammerlock 
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American Chain Company, Inc. 
Bridgeport, Conn. 
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In°>\Canada—Dominion Chain Co., Ltd., Montreal t {| 

\/) ; 

WIEBUSCH & HILGER, Ltd. Pr | 

U S. Selling Agents to the Merchant Trade i d 

106 ‘Lafayette Street New York, N. Y. f | 
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OME eoeds geri | knees porewnnee: (097 
nate faster — than BAZILLE & PARTRIDGE 
others. The picture ae ' 
shows how fast the seed ems 0 iheihiirateen partite 
of a first Pratt & Lambert ST. PAUL, MINN, July 13th, 1915. 
varnish order has grown. 
From a five case order 
four years ago to 3000 Sy ae 
gallons a year — tells Gennncmpen ae oe 
| f Bazille & | 7 fins, Bees Say on jntuent, cater seve sommes 
ft 1e€ SUCCESS O aZl ce ag hg yy one P. Ob. Goel 

e ° speaks well for the ari . 
Partridge with P&L Var- | stsinliinlaaiibicin niall tina titel 

° h prowess | S your goods coupled with effective 
nishes. | vertiving. 
j Your direct work with the architects too, 
° ' of our ocuri 
You too can start small with orders. her pace 
Pratt & Lambert Varnishes and po aps Ran you for_ the co-operation 
° . . P. &@L. will continue to increase. 

grow bigger — realize quicker | ee lit Ne 
turnovers, bigger sales, better Dasitie & Partridge, tne. 
profits and more satisfied custom- r@ 2. Chon, 


ers, because the same advertising 
and selling forces for Pratt & 
Lambert Varnishes are at work 
in your locality for you. 


Write For Pratt & Lambert Dealers’ Proposition 


Pratt & Lambert-Inc. 
114 Tonawanda St., Buffalo, N. Y. 
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Factories: New York Buffalo Chicago Bridgeburg, Canada London _Paris Hamburg 
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The Care of 


A National Landmark 


8 alain ‘ROSS made the first 
American flag here in 1777. In 
1905, when the house was 

about to be demolished, it was saved 
and presented to the city of Philadel- 
phia as a gift from over a million 
Philadelphia now pre- 
serves the Betsy Ross house for the 
nation by protecting it against time 


Americans. 


and weather with paint made of 


Dutch Boy 
White Lead 


and pure linseed oil. 

Property owners, painters, 
architects and building mana- 
gers the country over show the 
same good judgment in the 
selection of their paint. Each 
class knows from personal ex- 
perience that nothing compares 
with Dutch Boy White Lead in 
spread, protection, adaptability, 
looks and wear. 


New York Boston 


Cincinnati 


Pittsburgh 


Cleveland | 
Philadelphia (John T. Lewis & Bros. Company) 
(National Lead & Oil Company) 





This 


approval of 
Dutch Boy white lead should 
mean much to you as an enter- 


general 


prising paint dealer. Don’t you 
see in it a splendid opportunity 
to turn over your white-lead 
stock more frequently and to 
make more money in all depart- 
ments of your business? Try 
tying your local prestige to the 
national advertising which has 
popularized the white lead that 
the famous Dutch Boy Painter 
represents. 


NATIONAL LEAD COMPANY 


Makers also of Dutch Boy Red Lead-in-Oil 
and Dutch Boy Linseed Oil 


Buffalo 
St. Louis 


Chicago 


San Francisco 
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The Waukegan-Cyclone Victor Farm Gate suits the farmer 
other make of farm gate. The Victor is built for years of hard service 
Carbon, Tubular Steel Frame, made rust resisting; Heavy Galvanized No. 
Frame Locking Device. These are not mere talking points, but practical 


selling points which your customers will recognize on sight. 
ness. 
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Every home owner will be interested in this attractive Flower-Bed 
Border. Requires no posts to set it and will fit any size or shape of 
flower-bed. It is an ornament and a protection. Will last for years. 











Take advantage of our Free Service Department for Dealers. It 
will cost you no money and very little trouble to send us a list of 
“prospects” who should be in the market for an Ornamental 
Fence and Gate, Flower-Bed Border, Trellis, etc., or for Victor 
Farm Gates. 


We will get busy in your behalf and send them attractive literature 
which will arouse their interest and bring them to your store. 


It will mean a substantial increase in your fence and gate business and 
give the profit side of your ledger a boost that you'll appreciate. 


Our prices to dealers leave you a good margin of profit. 


Write for our Handsome Window Displays, Signs, etc., and for full 
information. 


Illustrated Folders and Catalogs free on request. 





We Guarantee Highest 


This is our Style “F’’ Ornamen- 


tal Fence, the most ular fence on + ; 
the market. ” Built of esaviie galvanized Quality Materials & nd 
No. 9 wire, closely spaced. Easily Perfect Construction. 


erected on wooden posts and 2 x 4 top 
rail. Costs less than wood—makes per- 
manent improvement. 
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With energetic dealers who 
handle Waukegan-Cyclone 
Ornamental Fence, Gates 
and Accessories, because 
there is a steadily growing, 
all-the-year-round demand 
for them, in every town 
and city. 


It is a spontaneous, substan- 
tial and lasting demand, 
which springs from a desire 
for home improvement and 
for better sanitary condi- 


isi tions 


An attractive display of Waukegan-Cyclone 
trade. Five times as many Victor gates are sold every year as of any goods will draw the trade to your store. It 
and has important advantages found in no other farm gate. Strong, _ means quick sales and good profits. Now is 
9 Wire Fabric; Double Raising Device; Automatic Double Latch; Rigid the time to get the best of the season’s busi- 


Clo ea WE WANT TO HELP 
7 = Sa ee ---- YOU MAKE SALES BY 

—Guereass Sp, «6: DIRECT APPEAL TO 
74 (ors pai YOUR CUSTOMERS 


Pi 








You will find our **4-in-1” Play 
Ground Outfit a good seller. It is 
something that ought to be in the yard 
of every home where there are children 
—affords them endless amusement and 
healthful exercise. Strongly built; fur- 
nished in portable form on wood base; 
or stationary, to be set in the ground. 
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We Thank You! 


TO THE HARDWARE TRADE: 


The growing and unprece- 
dented demand for 


Allen’s 
Sole Strips 


is evidenced by the vast volume 
of orders with which you have 
favored us. 





Notwithstanding our capacity 
(the largest in the world) and the 
fact that we increased our produc- 
tion 50% in anticipation, we find 
we shall for a time be unable to 
make the usual prompt delivery on 
which we pride ourselves. 


We promise, however, that shipments will 
be made in such a manner that none of our 
customers will want for ALLEN’S SOLE 
STRIPS. 


We ask your temporary indulgence while 
we “catch our breath,” and for this and 
also the satisfactory business you have 
favored us with, we again say 


We Thank You! 


N.R.ALLEN’S SONS COMPANY 


KENOSHA, WISCONSIN 





WHEN better scle leather strips CAN 
be made ALLEN’S will make them. 




















You Do Not Need 


A Course in 
Hydraulics 


To sell this pump, when you have a cus- 
tomer for a pumping outfit. Send us 
the details and we will figure it out and 
quote you on the complete equipment. 


Here is a pump that is compact—dur- 
able—inexpensive—will pump air and 
water—is almost automatic. It is but 
one of many 





CTLEHUN 


Hand and Power 


PUMPS 





adapted for use with hydro-pneumatic 
water systems. We also make pitcher 
spout pumps; well pump standards; 
shallow and deep well pumps; rotary 
pumps; automobile gasoline pumps; 
working heads; cylinders; etc., in hun- 
dreds of different styles and sizes. 


Write for details of the 


‘“‘WORLD’S BEST’? PUMPS 





** Atlas’ Power Pump, Made in Different Sizes 





** Atlas’? Hydro-Pneumatic Water System 
Ready to Install 


The Deming Company 


Salem, Ohio 


CHICAGO: Henion & Hubbell 
PITTSBURGH: Harris Pump & Supply Co. 
BUFFALO: Root, Neal & Co. 

NEW YORK: Ralph B. Carter Co. 


Other Agencies in All Principal Cities 
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Stanley Metal 
Bar Gauges 


The compactness, ease of adjustment, 
and accuracy of graduation combine to 
make the metal gauge attractive for all 
classes of work. 


Just a Few Selling Points: 


Nos. 90, 97 and 197 are Marking Gauges 
only, having but one bar. Nos. 91, 98 and 
198 are Marking and Mortise Gauges hav- 
ing double bars. 


The bars in all numbers are six and one- 
half inches long and graduated in sixteenths 
of inches for five inches. 


The narrow gauging face on the metal 
heads is very convenient in many instances. 


The roller cutters on Nos. 97, 98, 197 
and 198 enable the user to scratch a fine 
line across the grain and over knotty places 
in the wood without splintering. 


The rosewood head on Nos. 197 and 198 
make them very attractive to many. Both 
sides of the head are protected by brass 
face plates to prevent wear. 


The metal parts of all numbers are heavily 
nickel plated and highly polished. 


These Gauges will sell readily if properly 
displayed. 


STANLEY RuLeE & Levet Co. 


New Britain, Conn. U.S.A. 








ening purpose. 
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Cobiiendum co-operation 


_ means _ that the | term implies. 





we wa: him keep them mov- 





ing. We back him up with 
Carborundum advertising— 
window material, display cases, 
and the influence of our mem- 
bership in the Rice Leaders 
of the "World Association, 


A Carbbrundum stock is the stock that 
moves, and there is a Carborundum 


stone for every sharp- = 


Send for catalog, dis- 


counts, eic. 





; Carborundum Company | 


Niagara Falls, N. Y 
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ATTENTION 


We have a large and well-assorted stock of 
Galvanized Sheets from which we can ship your 
orders for Roofing, Siding, Eaves Trough, Con- 
ductor Pipe, Etc., the same day they are received. | 


Milwaukee Corrugating Company 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 




















All Signs Point to Better 


Times and Higher Prices 
Better play safe and get in your order for 


INLAND Sheets and INLAND Roofing 


before you are overtaken by high prices and delayed deliveries. 








Each price advance that comes after you buy will add just 
so much to your profit. 


The man who has the courage to buy before the “rush” has 
a permanent advantage over competitors who hold back for 
still lower prices. 


Present market conditions offer large rewards 
for prompt action. Let us get together. 


INLAND STEEL COMPANY 


First National Bank Bid¢., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, Il. 
Branch Offices- ST.LOUIS -ST.PAUL MILWAUKEE- DENVER-DALLAS 
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The Letter Box Bought 


by Particular Home Owners 








BUILDERS and home owners alike have come to realize that 
“a little thing like a letterbox” can help to make or mar the 


fine dwelling. 

There is an air of refinement about an In-Vu Letter Box that 
seems to “fit right in” with every type of home, frame or brick— 
a mighty important consideration. 


Both sides and front are heavy plate glass. The front door 
swings out for the removal of mail on patented spring hinges. 
A clasp on top holds newspapers securely. Metal parts won't 


rust. . 
We will finish the wood and metal attachments to match any 
special type of door fixtures. 


Write for booklet and discount details. 


The In-Vu Mfg. Company 


Rochester New York 

















19 








Points You Should Consider 


in placing your orders for the Roofing you carry in stock 


@ First of all, Quality should be, and is, the most important 
factor in the production of Wheeling Corrugating Company's 


Heavy Coated Tin Roll Roofings. 


@ This is one reason why they are giving satisfaction to the 
dealer and consumer alike, everywhere. 


@ Made from Prime Plates of the Best Roofing Ternes made. 


@ Stamped with Brand, Gauge and Weight of Coating on 
every sheet, assuring you that you get what you want and 


exactly what you pay for. 


@ Sheets are re-squared, the soldering is done without the 
use of acid flux and the paint is of the very best and is properly 
applied and dried. 


@ Utmost care is exercised even to the most minute detail. 
Satisfaction guaranteed. Let us quote on your requirements. 





Also Sales Offices: 


WHEELING CORRUGATING COMPANY. WaHTEELING W.VA. DALLAS, Tex. DETROIT, Mich. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA MINNEAPOLIS, Minn. PORTSMOUTH, O. 
ST. LOUIS KANSAS CITY CHATTANOOGA RICHMOND, VA. ‘ 
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Heres the Sort of Hanger Talk 
to Shoot Across the Counter 


‘‘What’s the use of your buying a 
hanger that neither you nor I know 
anything about ? 

“I can give you any number of reasons 
why Red Rib Tandem Hangers will do 
everything within the province of barn 
door Hangers. 

“What’s more I’ll stand back of Red 
Ribs myself, because the manufacturer 
asks me to. He isn’t afraid to guarantee 
his product to me, so I’m not afraid to 
do likewise by you. 

“This solid double-grooved tandem 
wheel runs easily on an arched tread— 
as silent in action as a sleeping habe. 

“Look at this Red Rib Track; ribbed 
for strength; enclosed to keep out bird 
and storm. And this adjustable fea- 
ture!” 

This to you, Mr. Dealer. May we arm 
you with more sales talk? 


SAFETY DOOR 
HANGER CO. 


ASHLAND OHIO 
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Sell Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Fostner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends, every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE{JMANUFACTURING CO. 
TORRINGTON, CONN,, U. S. A. 








Sets of 9, 11, 17 bits are 
furnished in compact cases 
for the convenience of the 
user. 


























NSIC 

























August 12, 1915 HARDWARE AGE 21 














rar ay WW N.S. bcos 


>A Je Jk ok J ed kek ek 






a ed ta ali al a al al al A a\ al e! al 


MACHINE 
SCREWS 


STOVE BOLTS 
RIVETS BURRS 
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WOOD SCREWS 
TIRE BOLTS 











| | Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 
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Weare manufacturers— WE 
that is our business. Quality Se 

is our aim. We-carry in stock 

a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 

that Bridgeport Screws are the best. 





Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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THE “MARSHALLTOWN” 











The best Trowels ever made. They have merit 
points that no other Trowels have or claim to 
have. Brick Pointing and Plastering. 





— FOR OUR NEW CATALOG 


-MARSHALLTOWN TROWEL CO. 


ORIGINATORS 
Made in U. S. A. i MARSHALLTOWN, IOWA 
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1 That name sells Saws—don't forget that. The quality of the steel 
used in this saw and the workmanship are superior to that found in any 
other make. 


And when it comes right down to speed and easy-cutting, the 
“Greyhound” will win out every time. 


We are sure the “Greyhound” will suit the most expert saw users 
in your town. We authorize you to Guarantee every Bishop's 
““Greyhound’’ as follows: To cut faster and run easier in all kinds of 
wood and hold its sharpness and set longer than any other saw. 


If a 30 days’ trial does not prove our Guarantee, we will refund the 
money to you on every unsatisfactory saw sold to your customers. 


Made in both Straight and Skew Back in all stand- 
ard lengths from 18 to 30 inches. Send for New Catalog 
and Trade-prices. 


Geo. H. Bishop & Co. = 


TRADEMARK. Lawrenceburg, Ind. 




















— 12, 1915 


HARDWARE AGE 





be 





WT 
WHT 





HN 








WH 
ii 





nn 


Mm 
nu 


I 


IATA 


| 


Extension Ice Skate. 





ESTIMA 





What Size Shoe 
Do You Wear? 


you ask your prospective skate buyer. Then before he gets a chance to reply you cut him 
short with this sort of sales talk plus a little demonstration over the counter with a Conron 


“It makes no difference about the size—you can adjust this sole plate here along the 
runner to fit your feet today and ten years hence—if they grow any in the meantime. 
After the extension is made your skate is as rigid as any skate ever was, 

“Besides! The blades are tougher, harder, more elastic and better tempered than 


en seve 











some others I could show you.” | 
“What’ll it be, sir—hockeys or curved runners?” 
Kokomo 
The Conron-McNeal Company ladienn 
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No Threshing Rig is Complete Without a 


MYERS 
Low-Down Tank Pump 


THRESHING TIME is here to stay for three months. There 
are many rigs operating in every grain producing community, 
and some of them will undoubtedly need new tank pumps 
before the season is over. This means hurried calls for Myers 
Low-Down Tank Pumps, for most threshermen are familiar 
with them and know their value as easy operating water lifters 
of more than ordinary capacity. 


Myers Low-Down Tank Pumps are built in a number of 
different styles, and have such features as Cog Gear Handle, 
Reversible Spout, Individual Valves and Caps, brass or pol- 
ished cylinders, large, free, unrestricted waterways, etc. 


Myers Low-Down Tank Pumps can also be operated by a 
small gasoline engine, either direct connection or belt drive. 
By removing a steel pin and inserting handle in socket, pumps 
can then be operated by hand. Many of these combination 
hand and power outfits are now being used. 


After looking over the special features found on Myers 
Low-Down Tank Pumps, and taking into consideration the 
extensive threshing operations that will be carried on from one 
end of the country to the other this year, it is time to sharpen 
your pencil and get your order in for as many of these pumps 
as you will need. Write 





F, E. MYERS & BRO., - Ashland, Ohio 


ASHLAND PUMP AND HAY TOOL WORKS 
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Foster’s Maple 


A new pattern that will successfully 
and economically burn hard coal, crushed 
coke, soft coal or wood. 


This cut shows the hard coal or crushed 
coke burning style. It has magazine, 
revolving triangular grate bars and an 
all cast iron return flue. This return flue 
lengthens the distance traveled by the 
draft, increases radiation and automati- 
cally reduces fuel consumption. It is an 
economical substitute for the high priced, 
revertible flue base burners. 


It is made in three sizes: 


i Mn ab oo ee oe ee Price $10.95 
Ses Ro ak’ a vos et Price $12.35 
a | FS ee ae Price $14.00 


The agency will enable you to secure 
the business. You still have time to 
secure a sample, inspect it thoroughly and 
place your order for stock. 


The Foster Stove Co., 


IRONTON, OHIO 



















































Broadness 
of 
Vision 


The days of sitting in the 
office continually and simply 
relying upon one's self for 
merchandising ideas has 
gone—gone forever. 


The successful merchant is 
the man who keeps his 
fingers on the pulse of the 
merchandising world. 


In all quarters of the world 
merchants are doing this 
through the medium of the 
HARDWARE AGE. Its 
pages are constantly present- 
ing the news of what other 
men are doing, and suggest- 
ing live ideas for improve- 


ment. 


Acquire broadness of vision. 
Adopt the policy of studying 
the HARDWARE AGE and 
encourage your workers to 
do likewise. You'll find a 
big jump in the efficiency of 
your organization. 
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Don’t Breed Flies 





SINK STRAINER 





Our Sink Strainer enameled all over is easily kept clean and free 
from odors. It has no grooves or crevices to catch the filth common to 
all sinks. It fits snugly in the corner and does not mar the sink enamel. 
Flies can't breed in Vollrath Sink Strainer. 


We recommend a trial for your summer trade—THEY SELL. 


THE VOLLRATH COMPANY 
New York SHEBOYGAN, WIS. Chicago 
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Maytag Machinery 
is 
| F Underneath 
















HAT’S a mighty big talking-point — this 
underplacement of machinery on the 
Maytag Hand Washer. It means that the clothes 
are kept away from oily and dirty parts. It 
means that all gears are put where they can’t 
endanger a person. It means that the lid is kept 
clear for quick and light lifting. It means that 
the mechanism cannot interfere or be interfered 
with. It means stability. 


\ 
\ 


Furthermore, Maytag machinery is of few parts, 
all thoroughly well made. Operation is by hand 
or power, as desired; transfer may be made 
at will. 


You will be interested in the whole Maytag story. 
May we send prices and full details? 


The Maytag Company 


Station “A” Newton, lowa 
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Three Blades 


for a Dime 





The Boston Razor, itself re- 
tailing at ten cents, with three 
blades for a dime, meets the 
demands of a certain class of 
customer whose wants you 
cannot ignore. 





It gives the man who cannot 
afford a higher priced outfit, 
satisfactory shaving service at 
a very small cost. 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 


120 Broadway, New York City 
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Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 














Plain 
Bearings 
and 
Steel Ball 
Bearings 
ai Enclosed 
Ga: CTU Pm e... 
a ll ME ) Wheels 
Steel Ball Bea Size of Rolls 
xe — orig ietee 





WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 


NEW YORK CITY, U.S.A 











ATLAS 
10-Cent Fly Swatter 


“Swat the Fly” crusades are spreading. The com- 
ing season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 1o cts. Both are 
made of the best wire cloth 
with a copper finished handle. 


The t1o-ct. Swatter shown 
has an extra long handle— 
1o ins. It is very neatly and 
securely bound with soft green 
felt—cannot mar the finest fur- 
niture. Especiaily adapted for 
parlor or drawing room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 


The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 








Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


| Atlas Mfg. Co. 


be New Haven Conn. 




















Study These Ideal Sad Iron Conditions 


IDEAL Why ? 


On top of them all— Ist. IT IS NOT A 


NEEDLE - POINT 
IRON. 


2nd. It produces bet- 
ter combustion thar 
any other iron made. 


Srd. It is the sim- 
plest iron made. 

4th. It is the ~~y 
attractive iron made 


 §th. It will last “_ 
» to ten times longer 
ney ~— ae nt 


6th. We sell 
through dealers DS; 


7th. We guarantee it 
to give satisfaction. . 


Sth. But four years 
old, yet 100,000 more- 
than-satisfied users. 


9th. It is the iros 
pry will stand your 
es o 


10th. Absolutely safe 
and reliable. <A child 
can operate it 


lith. The tron is 
always clean. Can be 
used anywhere. 


12th. Write us for 
prices or ask your 
jobber. 








There are One Million worn-out needle-point sad irons in scrap pile 
NEW FEATURD 


An absolutely gastight metal cap on tank—no packing of any kind 
used—the only one of its kind 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
_ The Taylor-Forbes Co., Guelph, Ont. 
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14,000 Rivets Headed For $1.00 
ON A 


GRANT 


Noiseless Riveting Machine 


A boy or girl at $1.00 
per day can head 14,000 
rivets in bicycle mud 
(XY. guard braces, and sim- 
“7 h ilar articles, in ten 
hours. 


Rivet heads formed by 
this machine have a 
highly polished finish. 


Machine is_ absolutely 
NOISELESS in opera- 
tion. 


Breakage of castings or 
marring of surface of 
articles being riveted en- 
tirely eliminated. 


Belt and motor driven 
machines for rivets up 
to %” in diameter. 


Send us samples to be 
riveted and returned to 


you. 
Catalog! 


The Grant Mfg. & 
7 MachineCompany 


B. S. STATION 
BRIDGEPORT, CONN. 














DEXTER 


“DOUBLE-LEVER” 
W ASHER 


with 






Power 
Pulley 


Free 


The Dexter ‘“‘Double-Levers’” make this 
machine run one-half easier than ordi- 
nary washers, 
The improved, adjustable dolly makes it 
wash quicker and cleaner. 

The ‘‘quarter-sawed” cypress tub makes 
it last longer. 

The price is no higher than you are pay- 
ing for common machines. 

Dexter opens the door to larger sales and 
increased profits. 

Write today for exclusive agency proposi- 


tion. 
And detailed information. 


THE DEXTER CO., Fairfield, lowa 


Warehouses at Toledo, Peoria and San Francisco 

















CALIPERS 








Spring and firm 
joint Calipers in 
all required styles 
and sizes. All 
veryaccurate, 
quick acting and 
of the best quality 
material. 


Catalog No. 31 
contains full par- 
ticulars. 














ATHOL MACHINE CO. 


ATHOL MASSACHUSETTS 











“Yankee” Vise No. 1993 


WITH SWIVEL BASE 


A Great LITTLE VISE 
for a BIG LOT of WORK 









Mais 


An entirely new feature in vises, quickly appre- 
ciated by Tool Makers, Machinists, Electricians, 
Amateurs and all users of high grade labor saving 
tools. 

Quickly detached from swivel base by the turn of 
a set screw, and being accurately machined all 
over can be used in any position as a jig for spe- 
cial work on drill press, shaper, etc. 

Holds work rigid at any angle with use of the 
special grooved block. 

The swivel base is easily and firmly locked and 
released in any position by a short movement of 
lever at the side. 


Your Dealer will supply you. 
Send for descriptive circular. 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PA. 
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turrets made from solid steel rods with highly tempered steel springs. 


REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
We give 


our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. 


CO. 


Bridgeport, Conn., U.S. A. 














ACME 


Embossed Box 
Strapping 


has double the strength of 
strapping sheared from 
sheet. 

ACME Strapping is put up in 
continuous lengths of 300 ft., 
20 coils to the case, each’ coil 
mounted on a holder. Have 
ACME Strapping in stock 
when your customer calls for it. 

ACME CORRUGATED FASTENERS 

BOX STRAPS STEEL DOOR MATS 
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WRITE NOW FOR CATALOG. 


ACME STEEL GOODS Co. 


2834-2840 ARCHER AVENUE........ CHICAGO, ILL. 
151 Lafayette Street.................... New York City 
ag a ee ee be eee Atlanta 
310 California Street............... San Francisco, Cal. 
ee. ie SE Oe a an 5 So cb bce weweasvccce Los Angeles 
J. E. Beauchamp, Canadian Representative, Montreal 











31 Years Not Beaten 


“Steel Gem” Casters for thirty- 
one years have held the lead. 
Old hardware men will tell you 
that. 


They are built of all steel. They 
are roller bearing and revolve at 
a touch. 


They sell well and give good 
satisfaction—always. 


Get our prices. 


B. SCHENCK CO. 
NN. 


CO 


M. 


MERIDEN 















Packed in CARTONS, Assorted 
Lengths 50 and 100 Rivets to 
Box. 12 Boxes to Carton 


Tubular Rivets and Bifurcated Rivet 
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CARTON ASSORTED RIVETS 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 


Chicago Branch: 316 North Michigan Ave. 
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Sereen Door Sets 





Made in Two Sizes 
24g and 3 Inch 
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Packed Complete with Screws 
One Set to the Box 


Finished in Japan, Dull Brass 
or Old Copper 


MORGAN SPRING COMPANY 
No. 1 Bond Street 
WORCESTER, MASS. 


} 

















PITTSBURGH 
Trolley 
Hangers 


are suitable for use on barn, 
shed and garage doors. 
Garages may be equipped 
with parallel sliding doors 
by using our double wall 
brackets. 





There is not a more prac- 
tical hanger made. Has ver- 
tical and lateral adjustments 
and is also adjustable to 
doors ranging from 1%” to 
2%” in thickness. Now is 
the time to get your stock of 
Pittsburgh Trolley Hangers 
and Track. 


For full description write 
for our circular 


McKinney Mfg. Co. 


PITTSBURGH, PA. 





























Defy Competition 
ON SASH CORD 





Our prices enable you to 
do so and each sale makes 
such a favorable impression 
on the purchaser that our 
Sash Cords are trade win- 
ners of the highest order. 

Our “ALBA” and “STAR” 
brands of sash cord are not 
cheaply made—they are 
really ‘“‘better than need 
be.” The exceptionally 
low prices at which they 


sell is the result of years of 


ESTES MILLS manutacturing cxperience 


> ALL RIVER and careful shop economy. 


Get interested NOW and 


MASS. write for prices. 














Sleeth Steel Flexible 
MATS 





Best Pic Material 


In Rolls for Soda Fountains, Hallways, 
Factories, Etc. 


A perfect Scraper. No Curling of Corners. 
Reversible (Two Mats in _- Soft as 
Rubber to the Foot. 


Special Shapes for Elevators, Hotels, 
Kitchen, Engine Rooms, Etc. 


Easily Cleaned. Conforms to Uneven 
Places. Keeps the Mud and Snow Out of 
the House. More Surface Material Than 


Any Other Mat on the Market. 


WAYNE MFG. CO., Newark, N. J. 


354 Mulberry Street 
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Sidewalk Ice Chopper 


Little bit early to use, but just the time to order. 


laid chopper made just like a chisel. Two sizes, 4 lb. and 
6 Ib. Let us tell you about them. Forget the old style sheet 


iron chopper—here’s something that’s worth while. 


TODAY for prices and description. 


The L. & I. J. White Co., 65 Columbia St., Buffalo, N. Y. 


A Money Maker 


One of the best sellers we 


manufacture. Sells on sight 











“Get to 
Know Us” 


and learn what Good 
Profits there are in han- 


dling 
THE 


CARY LINES 
Cary’s Universal Box Strap 


is the only strap on the market that can be absolutely 
depended upon to run true to width and gauge, which 
merits no other box strapping in existence possesses. 
Every reel equipped with our metal reel frame ready 
to hang up, and packed 20 reels in a case. 


300 Feet to Each Reel The Standard for Quality 
OUR MOTTO—“Efficiency, Unparalleled Service’’ 









ad 


CARY’S “KRIS-KROS”’ BOX FASTENER 


and many other styles carried in stock for 
prompt shipment. 


CARY’S SUPERIOR 
SAW EDGE 
CORRUGATED 
FASTENERS 


WRITE FOR FULL PARTICULARS. 
it Will Pay You. 


CARY MANUFACTURING CO. 
Manhattan Bridge Terminal BROOKLYN, N.Y. 
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THE WiRE Goops COMPANY 
Worcester Massachusetts USA 








@)iixeaixenteniars iC 
BOLTS, NUTS, RIVETS, WASHERS 


PICKS, MATTOCKS & GRUB HOES, CROWBARS, WEDGES, FORGINGS 


Wagon Hardware, Telephone and Telegraph Pole Line Hardware. 





Established 1863 


Pittsburgh, Pa.,US.A.. 
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OVERSOLD 


Some of our customers have doubled their 
orders for 


ALLEN’ 


: Ped he aN SOLE LEATHER 
ELECTRIC LANTERNS STRIP 


Handsome — Powerful — Indispensable | and tet us even then they fear being oversold. 
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Auto Dash 
Bracket Included 
(Patented) cb 





Outshine at once—in more ways than has They state thisis unusual. It perhaps is unusual; 
Jone—all oth f f lamps, terns and ~ : . : ‘ ‘ 
ae ee but it also is consistent, for “‘Allen’s Strip” is 


Quick sales are further stimulated by the use 
of an Old Sol Electric ee ee yey see A ] S 4 
Stand—a handsome illustrated store fixture 
os ABSOLUTELY’ FREE to Old Sol n hnusua trip 
Dealers. 

Write for our attractive dealer proposition == aS see sess Se ee es Ss Ss ss Se 
and 1915 Catalog. 


No. 32 (here illustrated): List price $2. $0 S bber. 
(Nickei Plated Finish, Battery Included), end for sample and name of nearest jo 


but one of many Hand Electric Lanterns ec ¥ 
aw © over N. R. ALLEN’S SONS CO 
* 3 * 


HAWTHORNE MANUFACTURING CO., Inc. 
18 Spruce Street - | - | BRIDGEPORT, CONN. Department A, KENOSHA, WIS. 








Manufacturers of Old Sol Lighting Systems for Automobile, 
Motorcycle, Motorboat, Carriage, Bicycle and Hand Use When better sole leather strips CAN 
Pacific Coast Representative: Bailey-Drake Co. : 

604 Mission Street, San Francisco, California. : be made ALLEN S will make them. 




















umm, 


Gambling Doesn’t Pay 











And least of all does it pay you to gamble 
on inferior painted sheets and roofings in 
the attempt to side-step the high cost of 


66 66 
" galvanized sheets. 
Holds Never If you buy Whitaker Brand painted sheets or 
the in roofings you are playing safe. 
Door the Ohio Metal,, the copper-bearing steel, is a 
: Whitaker product, which, even in the black 
Open’ Way sheet is more durable than much of the mar- 


ket’s galvanized steel. 














It will pay you to look into Ohio Metal quality 
before you buy painted sheets or roofings. 


Whitaker- eis 
Glessner Makers of 
Company 


Portsmouth Works: 
Portsmouth, Ohio 


GRIFFIN'S 


Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


F Gj 
THE GRIFFIN MAN’FG CO. “Cente 


3 . 17 E. Lake St. 
7 Werren 3 St ERIE, PA. Chicago 


| SS 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 





Twelve Medals of 
Award at 
INTERNATIONAL 
Expositions 


«nin 


INCORPORATED 1895 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Copy of Catalogue will be semt free te any interested File User upon application. 


G. & H. BARNETT COMPANY 


Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 

















Butterfield Com- 
bined Auto Screw 
Plate Assortment 


No Blacksmith or repair man doing automobile 
work can be without these screw plates if he would 
have a properly equipped shop. The assortments are 
equipped with the ever-dependable Derby Dies. Each 
die is in a collet with guide attached. 

Those who are using Butterfield sets write us that 
Derby Dies are the easiest and smoothest cutting dies 
on the market. They are adjustable for tight or 
loose fits by a simple screw arrangement. 

Write us for complete information and let us help 
you become better equipped for your auto trade. 


Butterfield & Co., Inc. 


Derby Line, Vermont 
BRANCH STORES: 
126 Chambers St., New York City 
56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, Il. 
310 Delaware St., Kansas City, Mo. 








Parker's 


NATIONAL 
IRON TOP 


BOX MILL 





av) 


ton, 
SUIT 


A Mill that is just right for home use. Very 

handy—sets squarely on table or any flat sur- 
face. Easily adjusted to grind coffee to any 
degree of fineness. Also very popular for 
spice. 
A good Mill at a moderate price. Made 
strong and serviceable. Parker Coffee Mills 
are made in many styles. Send for Catalog 
and Discounts. 


The Chas. Parker Company 
New York Salesrooms Factories 
32 Warren St. Meriden, Conn. 

















SAND PAPER 


IN REAMS AND ROLLS 





ey Vd a 


GAKNET PAPER AND EMERY PAPER 





EMERY CLOTH 
hu Take no Ask we hal 
$ dit hans onl 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 








PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk 


The Stanley Works 
NEW BRITAIN CONN. 


New York Chicago 
No. 3300, Plain Edg See our full page advertisement on No. 8315—Saw Edge 
Parallel Corrugations nabs 75 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 





























LUTHER TOIL GRINDERS 
ARE PROFIT PULLERS 


The demand created by Luther advertising 
and the widespread use of Luther Tool 
Grinders make this line a rapid-fire seller 
in the up-to-date hardware store. 


Ham mer Styles and types for all tool users. Exclu- 


i sive, patent-protected improvements; special 

attachments. The speedy, light - running 
Clamps and Oilers Luther Tool Grinders always make good. 
Your profits are very satisfactory. 





















The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Ojiler—ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 


We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, Hand and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


HAMMER & CO. 


Ask for Prices and Terms 


Write today for catalog of Luther 
Tool Grinders and our proposition to 
the hardware trade. 


Luther Grinder Mfg. Co. 


500 Point Street 
MILWAUKEE, WIS. 



















Branford, 

Conn., Best Maide No. 51 
The most popular 

eas ot = : egy: See 
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WANTED~—,/% 


A Hardware Firm in Your City To Sell Our Pas sa 9 
New Improved Fireplace Dampers and /¢ a 
4 


Other Fixtures. 7 < “ao” 
@ Contractors say this is the strongest and most convenient A ” ae 
Dome Damper made. @ Our new Catalog No. 1525 is 4 


ready to send out. It shows a nice assortment of 7 “yy 
Dome Dampers, Clean Out Doors, Ash Trap Doors, S&S * 
Cast Chimney Thimbles, Brass Thresholds, 4 
Andirons, Fire Baskets, Fire Sets, Fire Y ng 
Screens, Spark Guards and Gas Log. f G 


STOVER MFG. CO. {0 trr wd Gea Out Dow” 77<8* 9° 


«> 
now during the building season. 7 Pe &. ry ” 
7 10 East St., Freeport, Ill. @ Send for catalog today. - a? of og e gf 
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THE WHITMAN & BARNE 


“"W & B’ LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 

Their: superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 

Send for catalog and literature showing the line in colors 


S MANUFACTURING COMPANY 


Established 61 Years’. 


August 12, 1915 


GENERAL OFFICES 


New York Office and Store, 64 Reade Street. 


AKRON, OHIO 


Canadian Factory and Office, St. Catharines, Ontario. 














The Tie That Binds 


Samson 
and 


Bull Dog 


Weldless Wire 
Chain Links are 
mechanically cor- 
rect, neat in ap- 
pearance and very 
strong and well 
hot galvanized— 
soldered—pre- 
venting rust and 
adding strength. 


Write for prices, 
catalog and sam- 
ples. 





The Cleveland Galvanizing Works Company 








“EL-WEL-CO.-TI” 


(electric welded cow tie) 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 
Ohio Pattern, two toggles, 
straight link, any length. 

Note the difference between our 
toggles and those offered as “‘just 
as good.” 


Made full size to gauge— if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 


some other makes. 
Sold by all jobbers, but for 


your own protection insist on 
“EL-WEL-CO-TI’; refuse to 
accept substitutes. 


STANDARD CHAIN CO. 





CLEVELAND, OHIO : 
DISTRIOT SALES OFFICES Pittsburgh 
ey ee sca. dann’ 84 to 86 CHAMBERS 8T. 
ee cee ea one 815 SPRUOB 8T. 
a we ce oe 515 MISSION 8T. 














No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools m 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 
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4 Blade Machine 
$165.00 


6 Blade Machine 
$185.00 


12 Blade Machine 
$250.00 


18 Blade Machine 
$350.00 


24 Blade Machine 
$450.00 


The Hatfield Midget 

for Razors, Clippers, 

Scissors and 1 Safety 
Blade, $60.00 


instalments if 
you Iike. 








They’re Making $7.00, $8.00 
and $10.00 a Day 


H. Bakalar & Co. reports making $10.00 to $12.00 a day. 
Metropolitan Razor Sharpening Co., $8.00 to $9.00 a day. A. Rooder 
reports $7.00 to $8.00 a-day. A. Bakalar reports $6.00 to $7.00 a day. 


You can do as well. Resharpening Safety Razor Blades is a 
most profitable business. 

Buy a Hatfield and get in the game—Mr. Clerk—and make a 
week’s salary in 2 days. 

Razor Blades are here to stay. 


The Hatfield sharpens Safety and Jack Razors, all makes—scis- 
sors—shears—knives—and other small edged tools perfectly. 


Write for catalogue and full information. 


HYFIELD MFG. CO. 
48 FRANKLIN ST. NEW YORK, N. Y. 


























Combination Screw Plates 


Containing both United States 
and S. A. E. Standards 


Comm Does, Piles, Statin, Fag Sipensiean: SEND FOR CATALOG No. 2% 


a separate collet for each and every die. 
bit brace die holder for dressing over threads 
in hard-to-get-at places. 

One of these sets should be in every garage showing the largest assortment of 
and repair shop. Send for the circular, “Tools 
for the Automobile.” 


Wells Brothers Company, Division 
Greenfield Tap and Die Corporation W. $4 HELLER CO. 


GREENFIELD, MASS. MONTPELIER - - OHIO 
New York Chicago 





SCREW PLATE for ? 
AUTOMOBILES H FE. L L E, R S 


PIVOT DOOR CABINETS 





Hardware, Shelving, Fixtures, etc., in 


the United States. 


London Galt, Ontario 
° 



































MILBRADT MFG. COMPANY, 2410 N. 10th St., St. Louis, Mo. 


MILBRADT 
LADDERS 


will pay for themselves in a short time by enabling 
you to wait on more trade, save the wear and tear 
on your fixtures and goods, as well as bring the 
appearance of your store up to date. 


Write for catalogue showing a large number of 
styles suitable for all kinds of shelving. 
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Rust Proof Galvanized Wire 
Flexible Clothes Lines 





Made of evenly tempered wire with 
smooth and lustrous finish. 


Stock lengths, 50, 75 and 100 feet 
packed in barrels. Special lengths to 
order. 


We make also PATENT REIN- 
FORCED HOLLOW CABLE WIRE 
LINES and SOLID LINES. 


Wright Wire Company 
Worcester, Mass. 
Boston New York Philadelphia Chicago San Francisco 





























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and adapta- 
bility. 











HAYES PUMP & PLANTER CO. 





CALVA , ILL. 
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Avoid 
Complaints 


You can get on the 
right side of Mr. Poultry 
Farmer with “The Per- 
fect” Hex. Netting. 


Heavily galvanized be- 
fore weaving. Three- 
strand twisted wires in 
the selvage. Uniform in 
mesh and accurate in 
length and width. 


If you are looking for 
highest quality. in hex. 
netting we can help you 
find it. So can your 


jobber. 


Ludlow - Saylor 
Wire Company 


St. Louis, Mo. 


UT 





Priest’s 
Clippers 








We have the biggest 
clipper proposition of- 
fered to the trade. It's 
a proposition that pays 
and pays big—becausc | 
it satisfies. 

Our proposition is 
that you stock Priest's 
Clippers! Write. 


American Shearer Mfg. 


Company 
315 Main St., Nashua, N. H 


| Wiebusch & Hilger, N. Y. 
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Maximum Service— 
Minimum Investment 


The Improved “VULCAN” Chain Pipe Wrench with reversible 
jaws and large area of chain contact prevents crushing and distor- 
tion of pipe and affords you twice the life of other tools manufac- 
tured to do its work. 

The “AGRIPPA” Pipe and Fittings Wrench is best for turning irregular 
fittings in tight places where broad jaws cannot get their hold. 

We could not improve the “VULCAN” Chain Pipe Vise, so we improvec 
its support. Our new “VULCAN” Pipe-Vise Clamp and our “VULCAN” 
Pipe-Vise Mount make the use of the Vise- available whenever and 
wherever pipe work is performed. 


J. H. Williams & Co., 57 Richards St., Brooklyn 


Western Office and 
Warehouse 


32C So. Clinton St.,Chicago 











Exhibitors at Panama- 
Pacific Exposition 
Block 18, Machinery 
Palace 
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An Over-The-Counter 
Demonstration 
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will take the place of all the verbal 
arguments you could think of. 
Here’s how simple the New Union 
Quick Adjusting Caliper is in ma- 
nipulation: 


ad 
nse 4 
ook 


You raise the bar while the screw 
‘ takes up the distance between 
a notches. No nuts and screws to 
-— drag back and forth against each 
other and to eventually wear out 
the threads. <A positive transfer 
feature that absolutely prevents 
mistakes, and oval legs for lightness 
and strength, are two more points 
worthy of honorable mention. 


UNION CALIPER CO. For the sake of your valued tool 


ORANGE _ te “ MASS. trade, get our prices. 
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Detroit Twist Drill Co. 


Originators of the “Quick Twist’’ Drill 


The Jiu Jitsu 
Jumping Trick 


In this picture is illustrated 
the second stage of the re- 
markable JUMPING TRICK. 
After the ‘‘Jap’’ leaped upon 
his opponent and _ encircled 
his waist with his limbs he 
brought first one wrist and 
then the other under the de- 
fensive man’s chin, forcing 
them both against his throat. 
The victim has no means of 
escape—he must give up or 
suffer a heavy fall. 


The Quick Twist 
Does It! 


718-730 Fort Street 
awx]|qx.(]1//WV][WD// li 








HE SECRET of the Jiu Jitsu Quick Twist is the almost 
uncanny ability of the Japanese experts to apply the 
Law of Leverages in handling an opponent’s body. 
In an equally scientific way are brought abcut the unusual 
accomplishments of the new “Detroit” Quick Twist drill. 


In the making of 


“Detroit” 


Quick Twist Drills 


Visit Our Exhibit at the Panama-Pacific Exposition 


a special steel—an increased cut- preg! or “A “san pct = ; 
i an ubject’’—the complete 
ie iee-ent 0 ee story of the Quick-Twist Drill 


ANGLE of twist combine to 
create a drill which is eliminating 
excessive grinding bother—saving 
labor—and increasing output for 
scores of the country’s leading 
Production Engineers. 


Convince your customers at our 
risk—write for details today. 


Detroit, Michigan 
692 
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The Secret of the Quick Twist— 
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Make Them Pay 


Many a merchant has been forced to borrow money and 











even go out of business because he could not get |.is custo- 

mers to pay their bills. There are hundrecs of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
“Store Management Complete.’’ 


Every reader of hardware and retail literature knows Frank Farring. 
ton’s style. It runs along in an easy flow, wi-h common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Ilimself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 








sibilities of development; proper examples; the right line of growth; 
success-making qualities. 


The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Duy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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final decision at THE PANAMA- 

Paciric INTERNATIONAL Expo. 
SITION, awarded the Grand Prix “For 
MODERN Firearms and Ammunition” 
tothe Remington Arms-Union Metal- 
lic Cartridge Company in recognition 
of the century of Progress evidenced 
in the up-to-the-minute Remington- 
UMC products exhibited at the Big 
Fair—and found in the hands of 
alert sportsmen the world over. 
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A new Screen Door Check 


that will prove a great convenience to the householder and a 


good seller for the hardware dealer 









































N 0 20 The new Sargent Liquid Screen Door Check 

¢ &#\ and Spring that will effectively and quickly 
close any screen door without the slamming and bang- 
ing which annoys the occupants of the house and wears 
on their nerves. It is suitable for either right- or left-hand 
doors without changing any of the parts and may be 
easily applied by anyone—man, woman or child—who 
can get at the top of the door and drive the four screws; 
the blue-print template packed with each check shows the 
proper position on the door. No regulating is required 
but the arm may be adjusted to suit the door frame. It 
is a strong, sturdy and well-made device, with all working 
parts inclosed, and is finished in gold bronze. 





/ Operates quickly, keeping out flies. 
No. 20 Checks surely, preventing the slam-bang. N 0. 20 


Price, in lots of twelve, $1.25 each 


_ Sargent & Company 


MANUFACT URERS 


New Haven, jee. New York Boston Chicago 
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Goods of known quality 
backed by a known organiza- 
tion are unquestionably the 
safest goods to buy. 
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This Tube Saves Tires, Time 
and Trouble and Makes Big 
Money for Dealers 


There is a live demand for this efficient 
and reliable tire-cut filler. It does the work 
so well that the motorist is sure to follow up 
his first purchase with further orders. — 


J-M Narco Tire-Cut Filler 


Combines in one the efficiency of the best 
cement, cut-filler and mastic. It does away 
with troublesome kneading of a mastic. It 
supersedes the use of cement. 
It provides the quickest, 
cleanest and most logical 
method of tire repair. 

A compound of Pure Para 
Rubber absolutely free from 
harmful ingredients that 
heals to a resiliency as great 
as the tread itself. Makes a 
permanent repair that no 
road abuse can remove. Lit- 
erally welds itself to the 
walls of the cut and rivets 
 } the loosened tread to the 
"4 canvas body of the tire. 
Solidifies over night. 





Supplied in tubes with tapering spouts for. 


quick and easy application. Large size tube 
retails at $1.00; smaller size 50 cents. Well 
known and recognized as the best cut-filler 
in existence. Especially liberal discounts to 
dealers. Write for our proposition to-day. 








Sell the Brake Lining that never 
fails in a pinch 





The basic idea in the manufacture of J-M 
Non-Burn Brake Lining is dependability. 
You can rely on it on the steepest hill or in 
the densest trafic. That’s why it is always 
a “quick mover” in dealer’s stocks—thou- 
sands of car owners accept no other lining 
for their brakes. 

Common sense demands efficient brake 
lining—a lining that grips the instant the 
brake is applied. The efficiency of J-M Non- 
Burn Brake Lining has been abundantly 
proved. Frictional heat cannot char or burn 
it, neither can bil, water or gasoline affect it. 
It exerts an equal breaking force throughout 
its life because it doesn’t wear out in spots. 

If you wish to sell brake lining that gives 


satisfaction in every kind of service—brake 


lining that has been used for years on the 
heaviest kind of industrial machinery— 
brake lining that is known by its depend- 
ability—stock J-M Non-Burn. Supplied in 
rolls; also in cartons containing pieces cut to 
exact size for all popular makes of cars. 
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For over half a century the 


stood as a guarantee for 
products of proven excellence. 
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Only One Knife Will 
Bring that Smile 


And it is a Foster Bros. Brand. 


There isn’t a butcher in the country who doesn’t know how good 
Foster Bros. Brand Butcher Tools are. You don’t have to stop and introduce 
them. You don’t have to explain how carefully they are made, or how long 
they will hold their cutting edge. Butchers 
know these things already, have known them 
for more years than most of them would care 
to mention. 


Most of them will ask for Foster Bros. 
Brand knives, cleavers, steels, etc. And those 
who don’t ask directly expect you to give 
them this brand without asking. 


These goods on your shelf will get you 
the biggest part of the Butcher’s business in 
your territory. 











' Ask for Catalog No. 17 


aw * 


JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 


85-93 Cliff Street $3 New York City 
Sole Distributors of Foster Bros. & Chatillon Co. Products 
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Wedon’tlike 
to brag, but— 


there never was another barn door 
hanger that pleased a customer 
and kept on pleasing him as the 
“Big 4” Hanger has and does. 


bid 


” 


‘Big 4°’ Hangers are extra heavily 
made, all steel, simple in construc- 
tion; are rigid yet flexible, never 
run off the track; and axles and 
rivets are sherardized for rust 
proofing. Packed by the pair in 
individual boxes, complete with 
bolts and list of accessory articles 


required to set a barn door 


properly. 


Write us for trade prices and par- 


ticulars. Write now. 





National Mts.Co. 


Sterling, Ill. 
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THE PARASITE THAT FEEDS 
UPON PROFIT 


Something for Nothing the Lure of the Trading Stamp 


By HAROLD WHITEHEAD 


EDITOR’S NOTE—Mr. Whitehead can write 
with authority. He was for many years in the 
hardware business. 


are business bed-sores caused by the retailers 
of the country lying down on their jobs 
so long. 

Trading stamps—and in this category let us in- 
clude all profit-sharing plans in which the outsider 
participates—are profitable—oh, dear me!—there’s 
lots of money made in trading stamps. But the 
money all goes to the trading stamp concerns! All 
that the unfortunate retailer, who is exploited, gets 
is rainbow gold! 

“Something for nothing” has been the cause of 
many of the troubles in this world. If it hadn’t 
been for Eve beguiling Adam into accepting that 
free gift of an apple, we should all be living happily 
in the Garden of Eden instead of reading about the 
British soldiers fighting the Turks there! The 
Greeks made a gift of an immense wooden horse— 
something for nothing!—to the Trojans, and we 
know this led to the fall of Troy. Didn’t Laocodn, 
the priest of Neptune, say, “I fear the Greeks when 
they offer gifts”? 

Trace the history of “something for nothing” and 
you always find that somebody gets badly “left.” 

One of the main reasons for the success of trad- 
ing-stamp concerns is of course the common liking 
to get something for nothing, and the active co- 
operation in such schemes by so many retail mer- 
chants, who vainly see in them an opportunity to 
secure business without effort on their part. In 
other words, these merchants are willing to pay a 
substantial part of their profits to have someone do 
the work—the effort and the thinking—which they 
themselves should do. 


ji HE trading stamp and premium coupon schemes 


re The Secret of Success 


Another reason for the success of the trading 
stamp concerns is the fact that they have money 
enough to hire the brightest business minds in the 
country. They are organized, are powerful; they 
have an object in view, and they are going straight 
for it. 

The managers of trading stamp concerns will tell 
you that the people demand it—they want it, and 
that whatever the majority of people want is right. 
They will say it a little bit more pleasantly (and 
more speciously) than this, but this is what it 
amounts to. We have all heard them say it. But 
if you ask them why the roulette wheel, playing the 
ponies, State lotteries, and other something-for- 
nothing schemes, which were all unquestionably 
popular with the people, have been abandoned, they 
maintain a discreet silence. 

It is not always wise to let people have what they 
want, and legislation generally steps in and puts a 
check on flagrant financial immorality. 
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Not for a moment would I suggest that these men 
are deliberately prostituting their ideals of business 
morality. Doubtless they feel that they are doing 
good to the community by supplying a buying in- 
centive—but a buying incentive the retailer himself 
can and should supply to the consumer at large. 


Everyone Can Offer Trading Stamps 


But in utilizing the services of a trading stamp 
concern the retailer is not obtaining any unusual 
advantage, for every one of his competitors can offer 
trading stamps just the same as he can—if not the 
same in name, the same in substance. Any slight 
advantage offered by trading stamps can be more 
than offset by superior merchandising ability on the 
part of the competitor not using them. Increase 
your sales by increasing your merchandising effi- 
ciency instead of attempting to do it with an in- 
effectual, parasitic, profit-eating system, which at 
best will draw only a small fraction of the business 
that can be secured by real merchandising ability. 

And sometimes trading stamp evils are multi- 
plied. In a small town near Boston, where all the 
merchants already offered stamps, one retailer began 
to give double stamps on Saturday, thinking to gain 
an advantage over his competitors. For two or 
three weeks he did—and then all his competitors in 
the town offered double stamps on Saturday. Thus, 
no one had any gain from this double cut in prices 
—and profits—which still continues, except the 
trading stamp concerns. 


The Folly of the Trading Stamp System 


What must the hardware men do to combat suc- 
cessfully the encroachment into their profits by 
trading stamp concerns? 

First they must do what the merchants of the 
country would do if every retailer offered stamps 
as an inducement to get business from his com- 
petitors—wake up to the utter folly of the trading 
stamp system and eject it—lock, stock and barrel. 

They must organize, and take organized action to 
stamp out the evil. The retail merchants as a whole 
are disorganized, drifting aimlessly about, without 
any definite object in view. In all too many cases 
they are suspicious of their fellow merchants, and 
jealous of the prosperity of their competitors. 

Every hardware man who does not belong to his 
trade association is disloyal to his fellow merchants 
and blind to his better interests. 


Competition 


I fear me that there will be indignation in the 
minds of many retail merchants who read this; 
maybe I am making a bed of unpopularity for my- 
self. But the retail merchants of the country as a 
whole know in their hearts that they are disorgan- 
ized, mentally lazy, inefficient in their merchandis- 
ing methods, and blind to the keenness of their 
competition. 

As an example of what I mean by this blindness 
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to competition: A retail merchant—not a hardware 
man, but that doesn’t alter the application—who 
had his store in a small town about 18 miles from 
Boston, told the writer recently that “efficiency, of 
course, was a mighty good thing, and that if he were 
in a big city, why he would naturally take more 
care with his windows and his stock, etc., but where 
he was—Bless his dear old soul!—he ‘had all the 
business, so why should he worry himself into an 
early grave when no real benefit would accrue from 
it?” 

After a little conversation, he admitted somewhat 
grudgingly that, surely, the mail order houses did 
take a little business from him; yes, certain other 
stores did sell some goods which he sold; why, yes, 
he guessed some people did bring stuff out from 
Boston which they could get at his store. And yet 
he was still convinced that he had no real competi- 
tion to meet, when he had to meet actively a certain 
amount of local competition, the mammoth mail 
order houses, and the modern—almost up-to-to- 
morrow stores in Boston! 

Later on, when a chain-store concern sees what 
an easy job it will be for them to take his business 
from him, he will send up a piteous wail to heaven 
in protest against the grasping business methods 
of the trusts! Of course, it is not trusts really— 
it is simply clever, keen business men, who are tak- 
ing into their hands and into their cash registers 
the business and the money which all too many retail 
merchants are too lazy to collect for themselves! 


Join a Trade Association 


Certainly, then, the first thing a hardware man 
should do is to belong to his trade association. Then 
let him put aside all such foolishness as jealousy and 
suspicion, and take a real, active interest in the 
work of his association for the upbuilding of the 
hardware trade of the country at large. 

In union there is strength. This is not original 
with me, but it’s true! When the hardware men of 
the country present a solid front they can combat 
successfully not only the trading stamp, but the 
mail order houses. 

They will also have a power that will help them 
to influence legislation in favor of the retailer. Leg- 
islation is helpful to check evils. 

But legislation—whether it be for the curtailment 
of the trading stamp evil, price maintenance, or 
anything else—will not build business for the hard- 
ware man. This he must get by efficient merchan- 
dising methods. You cannot legislate efficiency into 
a man—he must develop it for himself. 

Once the hardware man increases his sales effi- 
ciency—and in consequence his sales—the induce- 
ment of “getting more business” for the retailer 
that is offered by the trading stamp concerns is 
done away with. Trading stamps can never compete 
successfully with an up-to-date aggressive sales 
policy. 
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This efficiency must be acquired by the hardware 
man by a closer study of his trade journals; by a 
study of business methods, and by the training and 
development of himself and his workers to become 
better hardware men and better citizens. 


Give Employees an Incentive to Work 


He can never get the best results, however, until 
a more equitable division of the profits of his busi- 
ness is arranged. The hardware man who means to 
grow must give his employees an incentive to work 
for him and with him; to exercise original thinking 
in the creation of selling plans; to exercise courtesy 
in the handling of customers, and to exercise energy 
in the securing of sales at a profit. 

The chain stores are successful not because they 
have money, but because they have men of ability 
who plan methods of merchandising aimed to secure 
definite results, and who see that everyone in their 
employ lives up to those methods. There are rules 
with which every employee of a chain store must 
comply or else get out. Do we find that in the small 
retail stores? 

The retail merchant must shake off his sluggish- 
ness and see that his work people do the same. He 
must take a keener interest in the development of 
his own business and that of his trade at large. To 
secure the best efforts of his people, he must have 
definite rules to follow—rules that are built upon 
justice and logic—and give them such incentive, 
either by profit-sharing or sales percentages, as will 
win their heartiest co-operation. 

He must have a definite object in view. He must 
have a definite amount of sales or work which each 
salesman must secure or perform; failing this, the 
salesman will be considered as having fallen down 
on his job, which will be passed on to some one 
more alive to its requirements. 


Co-operation 


He must co-operate with his local competitors— 
for it is impossible for any individual or trade to 
permanently succeed by a policy of destruction—so 
that he and all his fellow merchants in the same line 
of business will be doing more business and helping 
each other to do it. 

General dissatisfaction and complaint of trading 
stamps is not sufficient to cure the evil. It requires 
effort, individually and collectively. 

Let the hardware men of the country wake up to 
the importance of greater individual effectiveness. 
Once they increase their sales through business 
education and co-operation with their employees and 
fellow hardware men, once they spend more time 
in planning sales campaigns and less in routine 
work that can be done by subordinates, sales will 
increase so as to make the thought of getting busi- 
ness through trading stamps the joke it is. 

The weapons are in your hands, hardware men— 
Use them! 














We solicit the co-operation of all hardware dealers in 
abolishing the trading-stamp evil. Write us a letter 
giving us the benefit of your opinion. We invite you to 
hit right from the shoulder. This is a matter of vital 
importance to you. Do it now. 















PART II 


ART I of this article relating to Special Agent 
P S. S. Brill’s forthcoming report to the Depart- 

ment of Commerce, Washington, D. C., regard- 
ing South and Central American trade, soon to be 
issued in book form by the government, appeared in 
the Aug. 5 issue. In Part I there were illustra- 
tions of three large tables displaying approximately 
300 hardware samples, made in Europe but collected 
in South America. The three smaller tables in this 
concluding part each show a few pieces, duplicating 
on a much larger scale tools, etc., likewise seen on 
the larger tables, but necessarily on a smaller scale. 


Economic System in South America Disorganized 


In the meantime, it should constantly be kept in 
mind that there are 73,000,000 people down there 
whose industrial and mercantile systems were 
abruptly and seriously thrown out of gear. While 
at the beginning of the European war merchants 
in Latin-America were well stocked, frequently 
overstocked because of long credits, these stores 
have been gradually depleted through consumption 
to a considerable degree. 

Consequently Mr. Brill’s trip to South America as 
a special agent of the Bureau of Foreign and Domes- 
tic Commerce of the Department of Commerce was 
peculiarly opportune. 


Other things to remember are that markets are 
farther apart, communication not always as good 
as in the United States, which has nearly one-half 
of the entire railroad mileage of the world, with 
steamboat and other service to match. Therefore, 
a salesman cannot make up a slap dash schedule to 
be rigidly adhered to and he cannot (as sometimes 
goes in the U. S. A.) breeze into the office of those 
merchants who, polite, dignified and high spirited, 
are well versed in business and social amenities, and 
more deliberate in their business methods than we. 
They often say that they are not speeded up to our 
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CULTIVATING LATIN-AMERICAN 
HARDWARE MARKETS 


By E. H. DARVILLE 





Selections at random of the same articles shown in August 5 issue, Part I, on the three main tables on a 
larger scale, including nut and pipe wrenches, sheep and hand shears, cooks’ and table knives, cattle markers and 
les 


gait yet, although making great strides, but that we 
must take them as they are for the present. 
It is true that there are natives in different coun- 


tries of mixed breed, just as we have at home, who 


know nothing of Parisian styles and models and 
lack some refinements, but for the most part busi- 
ness men from the U. 8S. A. will find leading mer- 
chants in the southern continent who are just as 
familiar with London, Paris and Berlin as them- 
selves, and frequently more so. It repeatedly occurs 
that European patterns and novelties of one sort 
and another often reach Buenos Aires and other 
leading South American centers before they do us. 
In general practice it is advisable to revise or for- 
get some of our antiquated moss grown opinions 
that down there they are largely aborigines. 


Features of the Detailed Report 


Mr. Brill’s samples cover goods made largely in 
Germany, but also in Great Britain, France, Italy, 
Sweden, Portugal, and other countries, all tagged 
with prices, sizes and other information. His state- 
ments will be specific throughout, covering weights, 
measurements, short history of each separate South 
American country, and often of individual States 
in each country, just as our nation is composed of 
forty-eight States and four territories. 

There will also be detailed information pertaining 
to both the countries and the States themselves, 
each in its proper place, with sailing dates cf steam- 
ers and connections where practicable; freight rates 
and duties; names of banks; consular information; 
names of best dealers, reference to proper ways of 
packing and shipping; modes of payment; customary 
commercial terms of sale; suggestions as to how to 
get business; necessary qualifications of salesmen 
for such pioneer work; cost of traveling, and many 
pertinent, concise, general suggestions based on a 
long experience in the field for a quarter century. 
Certainly, such an ambitious program would not be 
possible in eight or nine months for any one with- 
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out previous long familiarity with the subject and 
the markets. 

Leading hardware importers and merchants of 
different nationalities in the various large cities 
were interviewed. Information contained in this 
report is founded not only on this particular trip 
of investigation but on many years of previous ex- 
perience in actual commerce in South America. Mr. 
Brill was in close contact with both foreign and 
native business men in the six leading countries 
visited on this particular trip, and the fact that he 
was able to converse with them in their native 
tongues was of great advantage in obtaining the 
information, much of which was of special char- 
acter. There will be references to a merchant 
marine and United States branch banks abroad, 
pos hints as to training young men for the foreign 
trade. 

It is a mistaken idea that the South American 
people, broadly speaking, want hardware different 
from what is customarily sold in the U. S. A., al- 
though there are occasional exceptions. Many do 
want differences in finish, or packing, according to 
their necessities, but so far as merchandise itself 
is concerned it is in great part a question of price 
and long established brands. 

Impressions that customers demand goods made 
differently from patterns consumed in the United 
States may be true of other kinds of merchandise, 
but usually not of shelf hardware, tools, cutlery and 
builders’ hardware to an appreciable extent. There 
are exceptions in locks, knobs and escutcheons ow- 
ing to differences in the construction of buildings 
caused by climatic and other conditions, with large, 
heavy and thick outside doors and lighter inside 
doors. 

For instance, in the interior they often use nar- 
row escutcheons. because of narrow stiles, lever 
handles instead,of knobs, and smaller mortise locks. 
With the exception of a few items, which will be 
covered specially and separately as to each country, 
lighter weights are often preferred because duties 
are commonly paid on weight. Also, partly because 
it is less a question of style and pattern, rather 
price and brand, there are many articles still sold 
in large quantities in Brazil, Argentina and other 
South American countries which couldn’t be given 
away in the United States. To illustrate, there are 
cheap, clumsy door locks from Portugal and other 
old-fashioned impracticable builders’ hardware in 
demand, principally in the northern part of Brazil 
(Brazil was originally a Portuguese colony), and 
while up-to-date, better merchandise has been of- 
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fered at only a small advance in price in some sec- 
tions they still prefer that to which they have so 
long been accustomed, which prejudice it will take 
time to overcome. There is always bias everywhere 
which requires patient treatment. 

American manufacturers, as a rule, have not 
given sufficient weight to the value of demonstrat- 
ing the advantages of their often superior merchan- 
dise, although there has been a more pronounced 
effort in this repect regarding tools. In spite of 
conservation and the presence of long established 
brands of, say, English articles and inducements 
offered by Germany, American tools are steadily 
gaining favor because the higher quality is fre- 
quently and fully recognized by people who have 
used them. This claim has been confirmed by con- 
tinual increases in importations of tools made in 
the U.S. A. 
Packing 


There are many misconceptions likewise regard- 
ing the packing of merchandise relative to American 
ability. In South America the trade is practically 
unanimous that the original packing or manner in 
which the American manufacturer puts up goods is 
far superior and much more attractive than that of 
other nationalities. There has been adverse com- 
ment in the past as to outside packing, that is, the 
box or other covering of the entire bulk. American 
manufacturers have been severely criticised for not 
giving as careful attention to the box, case, etc., as 
to the pasteboard box, wood box with hinged or 
slide cover, flexible leather, canvas or cloth, enam- 
eled oilcloth, or other receptacle for tool sets, etc. 
Then there are clever containers with snap or tape 
fastener, and so on, familiar to handlers of fine 
goods. On the shelf, with handsome labeling, they 
make a neat, attractive appearance. Trouble such 
as there has been, relates more to the packing by 
newcomers in foreign trade who do not realize the 
injury resulting from the rough handling packages 
get in swinging them aboard lighters or small boats 
when steamers are not lying alongside dock; the 
needless waste of space where freight is taken 
“ship’s option,” weight or measurement, whichever 
is most favorable to the ship; the imperative neces- 
sity of protecting against moisture and damp cli- 
mates and the innumerable details often specified 
in orders as the result of costly experience, which a 
new man, uninformed regarding exports, thinks is 
nonsensical. Nevertheless, in justice to the Amer- 
ican manufacturer and exporter, men familiar with 
the foreign trade say that the American manufac- 
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turer is not more guilty of negligence in this respect 
than are manufacturers and exporters of other 
nations, provided he has the necessary information 
to guide him properly. 

While there are a few, very few, certain rules to 
be observed in packing for export, not applicable 
to 95 per cent of shipments, in the main every 
country and each State in the country from which 
orders come should be considered individually and 
not collectively. 

Proper treatment depends on what the article is, 
how the duty is paid, whether by weight, which 
may be actual, legal or gross, or ad valorem. Legal 
weight, for example, would apply to, say, files or 
rasps put up in paper or wood boxes. Some 
countries collect customs duties on the weight of 
the original package, including the cardboard or 
wooden box. Actual weight means that of the mer- 
chandise only, regardless of what it is put up in. 

Gross weight always includes the outside box or 
case, barrel, crate or whatever it may be. Then 
much depends on what the article is, how duties are 
paid, or if goods have to be transported from port 
of entry, either by rail, vessel, small launch, mule- 
‘ back, cart or otherwise, on arrival. Goods are dis- 
charged from seagoing vessels in various ways, 
according to the facilities of the port, by lighter 
or directly on to the quay. Common sense is a prime 
factor governing the application of rules in packing 
for export. Surely anything subject to injury 
through rust or corrosion because of dampness or 
moisture should be protected with waterproof paper 
or other material. Any practice is wise that seeks 
to get goods to destination in salable, merchantable 
condition. Less than that won’t do. 

In covering the different countries there will be 
a résumé of the general conditions and prospects of 
the countries, with wanted information as to rail- 
roads and steamship companies, banks, importers 
and exporters of hardware, all of practical char- 
acter. For instance, the territory tributary to the 
Amazon is covered separately in detail. Then the 
northern States, including Maranhao, Ceara, Per- 
nambuco, Bahia, the Federal District (city of Rio 
de Janeiro and the State of Rio de Janeiro), Sao 
Paulo, and southern Brazilian States are described 
in the same way. In the main this method will be 
followed throughout. 


General Remarks and Suggestions 


The upbuilding of export trade depends largely 
on the attitude of American manufacturers. The 
first essential is not to depend on generalities but 
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to organize their efforts on sound lines, discarding 
the idea that foreign business is merely a plaything 
and can be gotten with little expense and slight 
effort simply for the asking. It should be realized 
that many South American merchants are just as 
experienced and reliable, if not more so, than the 
average merchant at home, and that the moral 
standing of the majority of the hardware merchants 
in Latin-America, notwithstanding some erroneous 
preconceived notions, is generally very commenda- 
ble. It should also be taken to heart that to build 
up a desirable trade with foreign countries, and 
especially in Latin-America, requires men of the 
right sort, money and patience, just the same as at 
home. Demand varies according to the section just 
as in domestic trade. Often very good sellers with 
us in one State may not be as good or salable at 
all in another State nearby or far away. 

Many South American merchants will pay 10 to 
15 per cent or even 20 per cent more for American 
made goods on account of the better quality, adapta- 
bility and finish, assisted by the much better ways 
they are quite commonly put up in original pack- 
ages. 

The accompanying abridged schedule of samples 
which were collected in South American countries 
by Mr. Brill specifies some of the kinds of goods 
regularly used there, all made in Europe but largely 
in Germany. The endeavor was to bring back only 
a comparatively few samples of practical character 
for consideration, omitting the trash that American 
manufacturers, at this stage certainly, probably 
would not care to attempt, leaving the doubtful 
articles for future determination. 

Where centavos are mentioned Argentine money 
is meant. Peso in Spanish signifies dollar, and cen- 
tavo is the hundredth part of a dollar, similar to 
the U. S. A. dollar and cent, except that with us 
there is no fluctuation in value. The value of a peso 
in Argentina is subject to constant changes, as our 
paper currency was during the Civil War. The peso 
lately was equivalent in Argentina to but 42 cents 
of our money. 

It must be distinctly borne in mind, however, that 
these selling prices are merely given as examples 
and are not the governing prices, because changes 
are made frequently, sometimes day to day, con- 
tingent on the rate of exchange, freight rates and 
other controlling factors. Therefore these selling 
prices are tentative, no matter how accurate when 
first obtained. Again these selling prices refer only 
to Argentina and do not apply to Brazil, Chile and 
other South American countries. 
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P - . Manufacture Cost Price Selling Price 
Partial List of Hardware Samples from South America Roand tw twist drill.............Gemman, ; in. 034 ea. 
Round twist driJl............. German, 4 In. $0.16 ea. $0.38 U.S 
— Manufacture Cost Price Selling Price Twist drill, squareshank...... .German, } in. $0.14 ea. $0.33} ea. U.S 
TS Sapeie SaReonets pe eer Re $9.00 doz. Nail set.....................German, 2 m/m. $0.26 doz. 06 ea. U.§ 
ae Spanish pattern..... German, 33 in. or ig. cost f.o.b. F.o.b. Buenos Serew driver............ ..... German, 4 in. $0.81 doz. 
90 m/m burg $4.67 Aires, $7.35 Archimedian drills..... ....German $3.00 doz 
doz. himedian drills............ German $1.62 doz 
Carpenters’ adze............. German, 3} in. $2.57 dos. $4.56 doz. Archimedian drills............ German $1.51 dos. 
Kitchen hatchet......... .....German $2.16 to $3.20 $5.00doz. Molding plane. ... ...... Argentine $0.78 ea. U.S. 
doz., f.o.b. Bench plane. ..... a tit ..... Argentine _ $0.82 ea. U.S. 
Hamburg Bench plane iron, single... ... .German, 2-in.,sec- $0.67 dos. 
Broad hatchet.......... .....German $2.00 doz. $3.00 doz. ond quality 
Cone REP: oo occ so scenes German $1.70 doz. $3.75 doz. Bench plane iron, double. . German, 2-in.,sec- $1.37 doz. 
Carpenters’ claw hammer. ... . German, 1 in. $1.49 doz. $2.10 doz. ond quality 
Flain carpenters’ hammer... .. German, 1 in. $1.10 doz. $1.65 doz. —. square ee rabbet 
Machinist ball pein hammer... . English, $1.86 doz. SS, eGR 8 RRs BoB OES erman, | in $0.17 ea 
Blacksmith sledge, double face. English $0.24 ea. $0.31ea. Plow "bit FE ES ee my erman, | in. $0.31 ea 
Coopers’ hand driver......... German, 2 in. $3.40 doz. Double plane iron, first quality. .German, 2 in. $1.94 doz 54 centavos ea. 
Coopers’ long driver.......... German,30m/m. $2.16 doz. Single bench plane ‘son. ...... French, 2 in. $0.97 doz 28 centavos, ea. 
ee . ee German, 6 in. $1.97 doz. Single plane iron, first sand German, 1} in. $0.83 doz 26 centavos ea. 
Floor seraper, with handle. ... . German, 5 in. $0.99 doz. Double plane iron. .. . . ..German, 23 in. $2.43 doz 65 centavos ea. 
Floor scraper, without handle. ..German, 53 in. $0.81 doz. Tooth plane iron. .... ......German, 1} in. $1.00 doz 32 centavos ea. 
Cemeeee Garena? ............- German, 14c/m. $0.45doz. At Buenos Aires Groovingiron................German, 1 in. $0.58 doz 17 centavos ea. 
11 centavos Short square rabbet iron. ..... German, lin. $0.24 08 centavos ea. 
ea. Molding i es oa .German, | in. $0.31 10 centavos ea. 
Tanged turner chisel.......... German, } in. $1.00 doz. $2.00 doz. Square rabbet iron. . French, 1 in. $0.25 08 centavos, ea. 
Long firmer chisel............ English, } in. $1.25 doz. $2.75 doz. Wheelers’ rabbet i iron, ‘Parisian 
Firmer chisel................ German, Li in. $1.70 doz. 45 centavos ea. PEEP othe erman, 1}§ in. $0.77 21 centavos ea. 
Firmer chisel, half length... .. . German, 3 in. $0.74 doz 27 centavos ea. Grooving bit, Parisian pattern. German, } in. $0.24 07 centavos ea. 
Heavy long eteeapiateniis yerman, 3 in. $1.50 doz 43 centavos ea. IGS Puinu cursor sasae ded German, 3 in. $0.29 09 centavos ea. 
Mortise chisel................ German, fi in. $2.30 doz 48 centavos ea. Pipe tong, alligator. ..German,}tolin. $5.80 dos. 
Heavy tanged turning chisel... German, in. $1.95 doz 50 centavos ea. Pipe tong, with chain. ...... German,}tolin. $0.45 ea. 
PU I, 6 vic cc cccceussis “ae 15 m/m. $1.08 doz. 24 centavos ea. Auger bit............ German,” first $2.15 doz $0.30 U.S. 
in.) gra 
Tanged turning @ gouge. . ..German, § in. $1.78 doz. 70 centavos ea. gg eye ms first $2.40doz. 
Cabinet saws. erman, e,} in. 
(12x24 in.) $0.90 doz. 24 centavos ea. NS os cawenee ieed ..English, second $1.72 doz. 56 centavos ea. 
(12x28 in.) $1.15 doz. 30 centavos ea. e, 7 In 
(2 x30in.) $1.20 doz. 35 centavos ea. Centre bit....... ae German, + in. $0.324 doz. 10 centavos ea. 
SS rs 2g i as ehon German, 24 in. $0.37} ea. 1.90 pesos ea. Gimlet bit........ German, 7 to 10 $1.14 hundred 
Compass saw................ German, 16 in. $0.96 doz. 26 centavos ea. m/m. 
Hack saw frame.............. German $1.56 doz. 55 centavos ea. Counter sink. . ..French, § in. $0.34 dos. 10 centavos ea. 
Hand ice sow SRT .....German, 22 in. $5.25 dos. 1.52 pesos ea. errr German, } in. $0.33 dos. 
Ree German, 14 in. $1.44 doz. 39 centavos ea. IRS 5 6-6 oth wren hannn 86 eds German, $ in $1.17hundred 04 centavos ea. 
Pruning ro wood handle... .. German, 10 in. $1.39 doz. 36 centavos ea. Ring auger, without lip....... English, 1 in. $3.75 doz. 1.15 pesos ea. 
Pruning saw, ironknob........ erman, 10 in. $1.79 doz. 41 centavos a. R ing auger with lip, first grade.German, 4 in. $2.05 
Pruning saw, collapaible handle.German, 8in. $1.89 doz. 48 centavos ea. Half round bastard file. ..German, 10 in. $1.40 doz 
Pruning knifesaw.......... _German, 12 in. $0.99 doz. 26 centavos ea. Medium bastard file. . ..German, 10 in. $1.46 doz 
Pruning saw................ German, 12 in. $1.12 doz. 48 centavos ea. Sculptor’s file... .. pevees erman $1.62 doz 
Scroll saw frame...... Tene yerran, 12in. $0.75 doz. 27 centavos ea. Tinner’s shears............. __German, 10 in. .60 
Scroll saw frame............. German, 16 in. $1.37 doz. 43 centavo ea. Tinner’s shears............... German, 10 in. $5.80 doz 
Scroll saw frame............. German, 14 in. $1.81 doz. 58 centavos ea Pruning shear. . German, 8 in. $1.04 doz 
Turning web saw blades.......German,28x}in. $0.36 doz. Pruning shear. . .French, 10 in. $2.80 doz 
Beef splitting saw blades......German,26x2in. $2.25 doz. 7.20 pesos I ors 20 ot German, 6 Ib. $6.40 doz 
Steel square.............. - German, 16in. $2.09 doz. 8.40 pesos Garden trowels. . ..German $0.59 doz. ; 
Improved divider. . ..German, 8in. $2.67 doz. 5.76 pesos Coat and hat hook (japanned) ..German $0.22 dos. f.o.b. $0.32 U.S. 
Ompass. . . ..Cerman, 9 in. $1.85 doz. 3.96 pesos Buenos Aires 
ck aa oe » beh dvs Cerman, in $2.35 doz. 5.52 ag and hat hook (nickeled). . cae $0.59 dos. $0.75 dos. 
Caliper, common........ German, 9 in $1.74 doz. 3.62pesosen. § Hoe................-.+...;. nglish, 23 Ib. $1.70 dos. $0.30 ea. 
Caliper rule... German $10.20 doz. Kuile, fork and spoon (white 
Plumb and level. . _.C err an, 12 in. $2.60 doz. ere German, forks and 
ig Zag rule. . ..German $0.60 dos. spor $1.15 doz. 
_ SRP _, German, 10 in. $1.55 dos. _ Knives $1.80 doz. 
Trowels.....................German, 9in. $2.34 doz. 7.50 pesos Aluminum alloy table set, knife 
ies sk dca chb td ve cad German, 9 in. $2.05 dos. 7.05 pesos fork and spoon............. erman 
, A eae rete Gerr an, 4 in. $1.40 doz. 4.80 pesos Knife fork and spoon (tinned) ...German 
Masons ’ or tricklayers’ ham mer.F nglish $1.44 dos. 59 centavos ea. Metal set, knife fork and spoon. .German $0.50 dos. for 
Masons’ mattock............ English $1.44 doz. 59 centavos ea. spoons and 
Scraping knife.............. German, 2 in. $1.40 doz. forks 
Scraping knife............. German, 2 in. $0.52 doz. 16 centavos ea. Set of tinned dessert and coffee _ 
a German, 7} in. .98 doz. 28 centavos ea. spoons and fork............ Italian 
Cold chisel, long flat....... .. German, 12 in. $1.28 doz. 40 centavos ea. Table knife. . horde range Sn 
Flat nose plier............... German, 5} in. $0.55 doz 21 centavos ea. Rodgers’ knife............... English 
Round nose plier............. German, 54 in. $0.55 doz 21 centavos ea. , EE German 
Ccmbination plier. . ..German, 5} in. $2.00 doz. 53 centavos ea. Kitchen knife. ...... 7) ¥ eee Swedish 
Wire cutting nipper.. ..French, 54 in. $1.25 doz. 46 centavos ea. Ms cs. ok ve wees French 
Universal combination plier. German, 6 in. $1.97 doz. 52 centavos ea. OES OE ee Swedish 
Combination plier and nipper. .Gerran, 8 in. $3.60 doz. 95 centavos ea. , 4 eels .., German 
re : _....French, Sin. $1.44 doz. 56 centavos ea. Spring lock. . Px .., German $3.50 doz. 
ae Abe German, 6 in. $3.88 doz. 87 centavos ea. Lock, cast iron. ........German 
SAS aes German, 8 in. $1.56 doz. Cast iron lock......... 5 iota’ Brazil $4.00 doz. 
Carpenters’ ARES German, 7 in. $1.14 doz. 52 centavos ea. Cast tren feem...... 2.2.2.6: German $3.25 doz. 
Carpenters’ pincer... ....... German, 7 in. $0.96 doz. 33 centavos ea. Cheap cast iron lock.......... German $3.25 doz. 
Clyburn wrench.............. German, 9 in. $0.39 ea. 1.13 pesos ea. French window bolt (Cremorne). French $1.50 doz. 
Combined nut and pipe wrench .German, 12 in. $0.68 ea. Front door spring bolt........ rench 
Screw wrench................ German, 12 in. $0.85 ea. bes ond —_ e and knob door 
Doutle screw wrench......... Cerman, 9 in. $2.80 doz. 85 centavos ea. a haa ie A ESS erman $1.10 doz. 
Doutle head wrench..........German, }x1 in. $25.80 hundred Wood po ree ., German $2.00 doz. 
Double head wrench.......... French, 3x1 in. $26.40 hundred Fiat trunk lock.............. German $1.10 dos. 
Blacksmiths’ lip tong... .... . .Cerman, 2} Ib. $0.13 ea. 44 centavos ea. Cast iron hinge, 5 holes....... German $0.30 doz. 
Top swage........ peewsi odada Cerman 094 Ib $0.121b. U.S. Cast iron hinge, 5 holes....... German 
Bottom swage............... Cerman $0.094 Ib $0.12 1b. U.S. SST OA ELETS Swedish 
egies eS .German, } in. $0.15 ea T adies’ regular scissors........ German 
Tube expander...............German, 3 in. $2.16 ea $3.50 ea. U.S. Tailors’ or carpet scissors... ... German 


Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 


VENTION, Indianapolis, 


M. L. Corey, secretary, Argos, Ind. 
_ WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morganstown, W. Va. 
TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 


secretary, Dallas. 


Jan. 25, 26, 27, 28, 1916. 


SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 


2, 3, 4, 1916. 
S. D. 


E. C. Warren, secretary, Mitchell, 


ror hn oe eS ae 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 

NEW YoRK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24 and 25, 1916. 
H. O. Roberts, secretary, Minneapolis, Minn. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20 and 21, 1916. E. E. Lucas, secretary, Hutton 
Building, Spokane. ‘ 








James P. Tolman Dead 


B gua P. TOLMAN, for thirty years president 
of the Samson Cordage Works of Boston died 
recently at his home in West Newton, in his 
sixty-eighth year. He had been ill since last April, 
when he had a stroke of paralysis. 

Mr. Tolman was born at Boston, the son of the 
late James and Elizabeth M. S. Tolman. He at- 
tended the public schools in Roxbury and then en- 
tered the Massachusetts Institute of Technology, 
from which he was graduated with the first class 
sent out from that institution, in 1868. 

He then entered the cordage business and in 
1884 established the Samson Cordage Works, doing 
business as a partnership under the name of J. P. 
Tolman & Co. This was organized into a stock 
company in 1888 with Mr. Tolman as president, 
Herbert G. Pratt, treasurer, and Frank D. Ald- 
rich, secretary. 

Mr. Tolman’s untiring energy, sterling character 
and uniform courtesy won for him many friends in 
the trade and in the community. He was a trustee 
of the Franklin Savings Bank, a member of the 
Corporation of the Massachusetts Institute of 
Technology, a member of the Boston Chamber of 
Commerce, of the American Cotton Manufacturers’ 
Association, of the Tuesday Club of Newton, of the 
West Newton Book Club and of the Massachusetts 
Civil Service Reform Association. His interests 
were wide and full of human sympathy. 

He was married in 1880 to Mary C. Cheney of 
Central Falls, R. I., who survives him, together 
with a daughter, Mrs. Albert P. Carter of New- 
tonville, and two sons, Richard C. Tolman of Uni- 
versity of California, Berkeley, Cal., and Edward 
C. Tolman of Northwestern University of Evans- 
ton, IIl. 


Obituary 


IRA B. CLOSE, for many years representing the Gil- 
bert & Bennett Mfg. Company, manufacturers of wire 
cloth and wire goods, Georgetown, Conn., died at his 
home in San Diego, Cal., recently. For over twenty 
years Mr. Close was salesman for the Chicago office 
of the Gilbert & Bennett Mfg. Company, selling goods 
all through Illinois, Wisconsin and neighboring States. 
About ten years ago, because of ill health, he was com- 
pelled to retire from active business, and went to San 
Diego. During the past few months, however, his 
health failed rapidly, and he had been confined to his 
home since April. 


CHARLES REICHERT, formerly connected with the 
hardware firm of Reichert Brothers, Belvidere, IIl., com- 
mitted suicide by taking poison at Los Angeles, Cal., 
recently. Mr. Reichert had made a business trip to 
San Francisco, which was unsuccessful, and it was 
thought that failure prompted him to end his life. He 
is survived by a widow and a son. 


WILLIAM H. OWEN, 71, a former resident of Pitts- 
field, Mass., died in Detroit, Mich., recently, fol- 
lowing an illness of cancer of the liver. Mr. Owen was 
in partnership with Thomas E. Hall under the firm 
name of Hall & Owen, handling agricultural imple- 
ments. In 1907 he went to Detroit where he had since 
lived. 


EUGENE GUILBAULT of Faribault, Minn., died at the 
home of his son recently. Death was due to a paralytic 
stroke. Mr. Guilbault was in his seventy-eighth year, 
and was born in Quebec, Canada. He came to Fari- 
bault in 1854, and was associated with T. H. Loyhed in 
the hardware business for many years. 


JOHN SCHANCK HENDRICKSON, conducting a hardware 
business at Keyport, N. J., died of heart disease in his 
store, in his seventy-first year. 
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Indorses Export Article 


NEW YORK, N. Y. 
To the Editor: 

My old friend, Mr. Edward H. Darville, left 
with me a copy of his article on cultivating Latin- 
American hardware markets, and I have carefully 
read the same and can assure you that this is 
one of the most important features that should 
be presented to the trade in this country. 

Although we are not primarily in the hardware 
business, we do use large quantities of it for 
export, and I might say that we do solely an 
export business and I have been the purchasing 
agent for many years. I can assure you that 
there has never appeared such a bright outlook 
as at present for the introduction of their goods 
by manufacturers and dealers of this country 
into foreign countries. 

There is one thing that manufacturers in the 
U. S. A. do not esteem as highly as they should, 
that is the packing of goods for export. Eng- 
land and Germany have always been in the habit 
of packing their goods in conformity with the 
regulations of all countries with which they have 
dealings, and it is for that reason that they have 
been able to build up such a large trade with their 
customers throughout Latin-American countries. 

We are very backward in this respect, and the 
writer has endeavored to impress from time to 
time on the manufacturer the desirability of 
giving this matter the utmost attention. 

This is merely to substantiate what Mr. Dar- 
ville says in this article, and I wish to assure you 
there is no greater question before the American 
exporter or that requires more careful attention 
than the matter of building up this trade, which 
can be done very readily if the instructions of 
the foreign consuls and the Bureau at Wash- 
ington are carried out. 

Very truly yours, 
FERDINAND BONSALL, 
Purchasing Agent, Fox Bros. & Co. 











Company Opens Denver Branch 


< len Bailey-Drake Company of San Francisco, 
manufacturers’ representatives for several 
prominent lines of sporting goods and automobile 
accessories, has recently opened a branch at 932 
Equitable Building, Denver, Col. 

This office will be in charge of W. B. Davis. He 
will cover the states of Montana, Wyoming, Utah, 
Colorado, Arizona, New Mexico and western Texas. 
A full line of samples will be kept at the Denver 
branch office and Mr. Davis will have complete 
charge of the above-named territory for the com- 
pany. He will devote his attention to calling on the 
cycle accessory jobbers, the hardware and sporting 
goods jobbers, the automobile supply jobbers, and 
the electrical and mine supply jobbers. Mr. Davis 
is a native of Utah and his entire business experi- 
ence has been obtained in the Rocky Mountain 
States. 


Address of James Blumer Wanted 


5 hemes AGE is in receipt of a letter from a 
valued subscriber, addressed to James Blumer, 
whose former business location was 406 Crescent 
Street, Brooklyn, N. Y., but where a letter so di- 
rected failed to reach him. This communication will 
be delivered to Mr. Blumer in person, if called for 
at this office, or mailed to him wherever he may be 
on receipt of his present address. 











WINDOW SHOW CARDS 


Good Brushes, Pens and Inks Necessary 
By H. W. GOELLER 








Card number one 


is absolutely necessary, as a poor start means 

failure and discouragement. First, you 
should have a table or easel, on which to put your 
cardboard. Have this 30 x 40 in., which will give 
ample room for most any size card you may desire 
to make. The table should be made at a planing 
mill and finished in a first-class condition. It can 
be suspended from the wall at a height suitable 
for the person who will use it, arranging it so that 
as much daylight as possible will be on it. Geta 
billiard cue, cut the big end off, so that you will 
have a tapering stick about 30 in. long. Get a small 
solid rubber ball, cut it in half and brad one-half 
on the small end of this stick—you will then have 
a very good liner, also a hand rest, when using your 
brushes. 

In using inks or paints, don’t make the mistake 
of trying to mix them, for you might make a fail- 
ure. I believe, that I have tried nearly every kind 
of paint that is now on the market, and have found 
that Bissel’s Satin Finish is by far the best. This 
is a water-color paint, and comes ready mixed 
in different size bottles in various colors. Ink I 
do not recommend, except for pen work. You will 
find Letterine a very good ink, and by thinning 
with water it will give excellent results. In select- 
ing your brushes, you perhaps will have a little 
trouble, as there are so many different kinds on the 
market, and as the advertisements read, it seems 
that they are all good. However, I have had quite 


P is ate equipment for window show card work 
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an experience, spent quite a little money, 
and in the end, found I was mistaken, in getting 
brushes. 

Personally, in my opinion, the genuine Red Sable 
brushes in sizes 6, 8 and 10, set in round ferrules, 
there is the one line of brushes which will give 
good results in show card work. These brushes 
are the very best, as I have been using the above 
numbers for the past five years, making numbers 
of cards, and to-day they are as good as when I 
first bought them. However, they are an expensive 
brush, but the trimmer will be justified in paying 
the extra amount, for, in order to make a success, 
one must be equipped with the very best of brushes, 
and plenty of practice and an interest in your work. 
Don’t think that because you cannot make a good 
card at the first trial you will never learn; just 
practice, and eventually you will see a difference in 
your work. Don’t try to put too much on a card; 
use a little judgment, make your lay-outs with a 
pencil, so that you will have some idea where each 
line will be, and how it will look when painted. 
Make it as short and to the point as possible, as 
the public does not waste much time on reading a 
window card. Therefore, the less reading matter, 
the better your card will look, and the easier it will 
be to read. Above all, don’t make a gaudy card. 
Don’t use scrolls until you are able to make them 
well. I have seen many a good card ruined by 
too much color and scroll work. Don’t destroy a 
good window display by poor cards; better leave 
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Card number two 


them out until you are able to do fair work. When Red Sable brush. The small lettering was made 
you are able to make a good window display with with a No. 2 Davis lettering pen, using black Let- 


the aid of good show cards, then you will receive terine ink, which was thinned with water, giving 

better results from your windows. a good flowing liquid. The scroll work and border 
In the illustrations, I have made a few different were made with a mixture of red and white. You 

styles of lettering and pen work, also showing the’ will readily see what a drawing effect this card 

proper way of illustrating a show card. had with the use of the illustration of the man with 

Cand Nember Onc the smile. This style of lettering is very simple; 
'£: eee Seilie.” ‘This sign was made ona 30 x in fact, it can be read at a glance, which is very 

40 smooth surface white mat. This lettering, that REERY Tf FOU WHR & GOOR Sales Crawing card. 

Card Number Two 


is, the words—“‘A Happy Smile” and $1.00 day— ' 
were made with red Bissel’s paint, using a No. 8 This will give you an idea of the lay-out work 
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From left to right: Cards number four, three and five 
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Table or easel suitable for the making of show cards 


for a special sale sign. This card has good prac- 
tical selling power, as it brings out all the special 
features which it was intended for. It has much 
more reading matter than card number one, but you 
will notice that it was arranged in a manner that 


Picnic Follows School of National 
Mfg. Company 


HE salesmen of the National Mfg. Company, 
Z Sterling, Ill., held their annual picnic recently 
at Lowell Park. The picnic followed the all-week 
school of instruction that is held each year at the 
factory. The twenty-eight salesmen who had at- 
tended the school were joined by a number of the 
office force, and forty-six in all they rode to Lowell 
Park in gayly decorated automobiles and enjoyed a 
game of baseball and other athletic sports and a 
good repast. 

This year’s school was considered by far the most 
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made it very easily read. This will give you an- 
other good idea of scroll work which was very 
easy and simple to make; it also gives the card a 
very neat and finished touch. 


Card Number Three 


“The Fisherman,” size 22 x 28, is another idea 
in the use of illustration for sign work. Without 
this, this card would have no drawing power what- 
ever. This border was put on, “broken” in two 
places, a little thing, but it adds a good deal to the 
appearance of the card. The reading on this card 
gives the fisherman the first thought—‘“Perhaps I 
do need something.” 


Cards Number Four and Five 


These cards were made on red 8-ply cardboard, 
size 14 x 28, using white paint. These two cards 
will give you another idea in the making of figures, 
simple lettering, but having good sale points. Also 
notice they have a “stand out” appearance. This 
effect was made with the air brush, after the card 
was lettered. 


Illustrating Show Cards 


Personally, I believe in using a picture of some 
sort in your cards, but k< sure and have the picture 
correspond with the reading matter to be used. If 
this is not over-done, a neat illustration will make 
a big difference in the looks of your card, and if 
properly put on, it will be hard to detect from ac- 
tual drawing. In card No. 3, I have drawn half the 
rod, also the line, and attached the fly and the fish. 
This makes a very neat and attractive card. In my 
work, I never use the same card or air brush de- 
sign twice, always getting something new each 
week. Try this for a few weeks and see what a 
difference it will make in your window. 


profitable and interesting one to date, and the men 
have started out on their territories all primed for 
a record year. 


Not Affected by Flood 


HE Griffin Mfg. Company, Erie, Pa., announces 
that it was not at all damaged by the flood in 
Erie and that this catastrophe will not cause any 
delay in filling orders. The company says, in a 
recent letter to HARDWARE AGE: “While there was 
a very disastrous flood in one part of the city there 
were only a very few factories affected, although a 
great number of houses were destroyed. 

















The annual picnic of the salesmen of the National Mfg. 
shown 


Company, Sterling, Ill., was heartily enjoyed by the group 
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THE MAN BEH 


Know Your Goods 


NOW your goods! I’ve said that before to the 

kK salesmen who follow this department. I ex- 

pect I will say it again before many months 

have passed. It means a whole lot. It is the one 

thing that I would say in preference to anything 
else if I could say but one thing. 

There are thousands and thousands of dollars of 
business walking right out of the hardware stores 
in this country every year just because some hard- 
ware men do not know their goods. But I want to 
make it stronger than that. There are a whole lot 
of men who may read this and not know what I 
mean by knowing goods. I do not mean that you 
should know what an article is and stop there— 
your customer knows that much. You must know 
what the article is made of, how and why it is 
built, whether or not and why it is superior to the 
similar article sold by your competitor. When you 
have gained knowledge of this character you are 
in position to give your trade the service that it 
pays for—and only then. 





Hardware Business No Place for Chair Warmers 


Where can you get this knowledge—and when? 
You can get it in your own store during the spare 
moments that every one has. You can get it from 
the goods themselves, from the advertising matter 
that your manufacturer supplies. You can develop 
the investigating instinct and it will be profitable. 
I tried this out the other day on a gas range. I 
knew nothing about that particular make and 
wanted to learn. First I read the manufacturer’s 
literature, then I took the pamphlet and went over 
the range itself, examining every point that the 
manufacturer claimed to be good, and satisfying 
myself as to why it was good. 

It occurred to me that it might be necessary to 
remove the oven bottom some time to replace it or 
even to show the prospective customer something 
about the burners. The booklet that I had did not 
say that the oven bottom was removable, but I 
found that it was—more than that I found one 
that was not, and made a mental note not to try 
to remove that one for a customer until it had been 
fixed. 

After I had found out all I could about that gas 
range I looked around for some one to practise on. 
The victim happened to be one of our salesmen 
and I made my selling talk to him so that it would 
come easier when I had a customer. After I had 


finished, this salesman said he was glad I had 
shown him that range because it was the first time 


IND THE COUNTER 
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he had ever known that the oven bottom was re- 
movable. He had not tried to find out. 

But I am getting away from the main point. I 
said that you can learn these things during your 
spare moments. Now there are a whole lot of 
you that are saying right now that you haven’t 
any spare time. I know that you have. I know 
that there are times between customers when you 
slide up on the counter for a chat with some of the 
boys. I know that there are lots of times that you 
waste ten or fifteen minutes that you could use to 
advantage. It is an easy matter to get the habit 
of being a chair warmer, or a counter warmer, and 
a hard matter to get rid of it. I just want to drop 
the hint that the hardware business is no place 
for a chair warmer. In our own business it costs 
the man money, real money, who decorates the 
counter with his anatomy. We had rather see him 
wear out shoe leather than trousers’ seats—and we 
don’t want him to work himself to death either. 
There is scarcely a day when the opportunity to 
learn something new about your goods is not pre- 
sented. Make use of those opportunities and you 
will really know your goods. 

Last night I passed a hardware store and both 
of the salesmen were seemingly doing their best 
to hold up the front show window. The door was 
blocked so that it would have been difficult for a 
customer to have entered the store—and customers 
don’t usually go to a store where it is difficult to 
get in, remember that. There was an opportunity 
for those men to be learning something. They 
might have been learning something from HArRp- 
WARE AGE; they might have been examining a butt 
gage so that they could describe its use intelligently ; 
they might have been doing any of a dozen things 
that would have taught them how to sell more 
hardware—if they had not been in the chair warmer 
class. 


Confidence Is Born of Knowledge 


Every salesman knows that he sells the goods in 
which he has confidence more readily than any 
others. Confidence can be gained only by a thor- 
ough knowledge of the goods, so that we get right 
back to the same proposition of knowing your 
goods. The other day some one was talking about 
a minister. He said, the less prepared he was 
to preach, the louder he yelled. I think that this is 
the case with many salesmen. When I see a sales- 
man lead a prospect from one refrigerator to an- 
other, merely quoting the price, not telling about 
the merits of any particular style, or showing how 
the box is built, I think that that man is really 








August 12, 1915 


unprepared to sell refrigerators. I know that if 
you pin a man of that kind right down to the point 
as to the quality of his line he will weaken. He 
really hasn’t confidence in the goods himself—he 
doesn’t know enough about them. 


When Is a Man a “Good Man?” 


Some of you may say that these things are all 
right to write about, but that they are not easy to 
do. You may be like the young man in Sioux City, 
Iowa, who said that the Boss ought to give his men 
about an hour each day to study the goods, or read 
trade papers or do these other things that I claim 
a man ought to do. My answer to that man was 
that the salesman really did not do these things 
for the Boss, but for himself. Some of you cannot 
see that, of course. You want to continue working 
as a salesman rather than to fit yourselves for a 
really big job. This country is full of men who 
think that they are “pretty good” salesmen already; 
that they don’t need to study or read; that they 
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know about as much as the other fellow. You never 
saw a man who felt like that land a real job yet, 
and you never will. You fellows who think that 
you are doing about all the boss could expect of 
you at the salary he pays had better begin looking 
at matters from another angle. You had better 
begin working to see if you cannot do so much for 
the Boss that he cannot afford to do without you. 

The other day I heard a man say that he did 
not know whether one of the employees in his place 
would come back at night to do some extra work 
or not, unless his salary was increased. At the 
same time he felt that this man was valuable to the 
firm. Let me leave just this parting thought—No 
man who is unwilling to do gladly anything that 
he is told to do by his employer is a valuable man 
in the real sense of the word. No man who is un- 
willing to put in extra time, or even full time, in 
order to learn more about the hardware business— 
to know his goods—is a valuable man to his firm 
and cannot be considered as one. 





Dealer Finds Accessories Profitable 


i the Washington Heights section of New York 
City is located a thriving hardware store which 
was established by J. Gray about seven years ago. 
This store is situated at 1390 St. Nicholas Avenue. 

It was about six months ago that Mr. Gray de- 
cided to supplement his stock by the addition of 
motor accessories and supplies, and in that short 
time these goods have proved themselves to be profit 
producers. Although there are a great many 
garages in the immediate vicinity of the Gray hard- 
ware store, and most of them carry more or less 
accessories, Mr. Gray says that, due to his lower 
prices, he has experienced no trouble through com- 
petition. 

Attractive window displays play an important part 
in the Gray store. This establishment makes it a 


point to dress its windows often and attractively, 
and the one which is shown in the accompanying 
illustration certainly reflects credit upon the window 
dresser. 

Although but a short time has elapsed since Mr. 
Gray added automobile accessories to his stock, he 
has found out already that it pays best to stock 
advertised goods. His advice is to stock only goods 
for which there is a good demand, and which are 
liberally advertised. As an instance, Mr. Gray car- 
ries five or six brands of spark plugs, all of which 
are featured in advertising columns of a number of 
publications regularly. 

Mr. Gray thinks that the accessory business right- 
fully belongs to the hardware man, and he is going 
to take all of it that he possibly can. He says he 
thinks that before long the hardware man will be 
carrying the greater part of all the accessories that 
are sold. 




















An automobile made of hardware displayed in the window of J. Gray, New York City 











PUBLICITY FOR THE RETAILER 


These Ads Are Keeping Summer Trade Brisk in Five Hardware Stores 


Simply Written and Convincing 


No. 1 (2 cols. x 7 in.).—It is a far cry from ) 
the circus talk of the old-time lightning rod agent ~ Stoves That Keep the 


to this common sense presentation of the danger 


lurking in a natural phenomenon. Any one who ~ h 

has grown to regard lightning as a long chance ac- Kite ell Coo 

cident will be considerably taken back by the open- 

ing argument here. The endorsement of the in- We sell Hot Weather Stoves of proven worth. the time 
surance companies is a strong point and the con- _ tested kind that we can fearlessly guarantee to give absalute 
cluding paragraph outlining the action of the en ga of Kerosene and Gasoline Stoves, as us- 
per cable puts the appeal on a scientific basis. The ual, is most complete and cheerfully invite your inspeotion. 
last two display heads emphasize the lead copy Why put it off any longer., the comfort will many, times re- 
and bring the argument to a climax. Note the _ pay you, besides, being actual saving in fuel. Price] $3.00 


to $27.00. 


featuring of the trademark. This ad is well ar- 
ranged and presents a neat appearance. In an- 
other ad on the same subject, we would suggest an 
illustration. Lightning pictures invariably make 
a vivid appeal and in this case the illustration 
would be as forceful as the text itself. This ad 
comes to us from F. J. Rosenwald & Son, Belling- 
ham, Minn. H. A. Rosenwald of the firm states in 
an accompanying letter that he has always taken a 
keen interest in the Publicity for the Retailer de- 


IMPROVED NEW PROCESS 
Semi-Cabinet, ‘exactly like Cut. 

Strictly high grade and is popular 

priced. . Na Generating. Price, $17.00. 


GEO. M. CLARK EVAPORATOR RANGE 

A very handsome range with large 
oven and Glass Door. Has two top 
burners. It is beautiful, sanitary 
and will appeal to all housekeepers. 














partment. Price, $27.00. 
A Strong Summer Comfort Appeal | 
No. 2 (2 cols. x 101% in.).—This is another ad  S%Discount on any of these stoves for cash 

from F. J. Rosenwald & Son, this time featuring ; 
kerosene and gasoline stoves for summer cooking. PEERLESSKEROSENE OIL STOVE 
These stoves are among the best summer comfort Pull Cabsnet tase and Glass 
articles the hardware dealer can make a play on. Has the latest Raising Feat- 
This is the time when cooking is more irksome and ure, which does. away with 
the suggestion of how to keep the kitchen cool will all smoke and.odor. — 

Two Burner, $8.50; Three Burner. 

$10.50; Same as above only Tin y. 

Fount, $8.00. 








Lightning Is Not An 
Accident 


It is am effect due to natural causes. Your buildings will be 
struck and your property and stock destroyed if the electrical condi- 
tions are right for it. The original 


Dodd & Struthers Pure Copper Cable 


Jointless, greatest capacity, rustless, durable, endorsed by more Mu- 

tual Insurance companies than all others combined is the surest, 

cheapest protection. It positively connects the earth and the storm 

clouds of the air, unfailingly relieves pent-up charges, makes “thun- 
der-bolts” impossible on the premises. 


Insist on the ‘D. &S.” Trademark and be Safe When 
the Storm is Raging. 


PERFECTION BLUE. FLAME 


Kerosene Oil Stove (low 
















FREE: Sad “ini Heating 
Plate with each stove. 


BAKING OVENS, Glass % 











F. J. Rosenwald & Son 


No. 2—Will make an irresistible appeal to the 
housewife 































make an irresistible appeal to the housewife. The 
heading of the ad is excellent—the main thought is 
there. The opening talk works in the important 
selling arguments, but the sequence is not just 
right. The comfort thought should immediately 
follow the heading and in this instance, we believe, 
it could have been enlarged upon to advantage. 
Following the comfort appeal should come the fuel 
economy thought, and the concluding paragraph 
should feature the guarantee, which, by the way, 
is convincingly written. With this re-arrangement, 
the opening talk would be a strong lead argument. 
Suggestions of this sort sometimes appear to be 
captious, but often they mark the difference be- 
No. 1—Puts the appeal on a scientific basis tween the ad that pulls and the ad that doesn’t. 
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COME TODAY AND TALK IT OVER! 
TOMORROW MAY. BE TOO “CATE! 


F. J. ROSENWALD & SON, 
Bellingham, Minnesota. 
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The detailed presentation of the various stoves 
featured is very well handled. Cuts are neatly 
placed and descriptions and prices are sufficiently 
complete to give the reader an accurate idea of the 
line carried. 


A Specialty Weli Presented 


No. 3 (2 cols. x 9 in.).—Here is an excellent 
hardware specialty and a first-class presentation 
of it. Any one who has endeavored to cut the rem- 
nant of a strip of bacon or a loaf of fresh bread 
with an ordinary knife will appreciate at once the 
handiness of this article. The adman, however, 
has left nothing to the imagination. After an- 
nouncing the article, showing a picture of it and 
telling in a display line just what it will do, he lines 
out two columns. In one, he tells you why you 
should use it; in the other, how it works. When 
one finishes reading this ad, he really knows as 
much about this specialty as if he had been talking 
over the counter with a capable salesman. He 
knows it will cut through the bacon, rind and all, 
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and that each slice will be uniform; knows it will 
cut fresh bread without waste and knows that it wiil 
not cut him. In other words, all the questions that 
would naturally arise over this sort of a specialty 
are answered and answered completely and intel- 
ligently. There is nothing for the reader to do 
but to come in and buy. The layout is well planned, 
although we don’t see why the price had to be dis- 
played twice. However, it’s an ad that will pull 
if any ad will. Sent us by Nock & Kirby, Ltd., 
Sydney, Australia, by the secretary of the firm, 
Harold T. Nock. 


A Clean-Cut Combination Ad 


No. 4 (3 cols. x 11 in.).—The Haynes Hardware 
Company, Emporia, Kan., send us this combination 
ad on refrigerators and freezers. The display plan 
is particularly attractive; the cuts being sharp and 
clear and well placed and the selection and balance 
of type making for ease in reading. Both headings 
here are unusually well worded. They not only 
announce the article, but tie up a strong selling 








913 - 915 
State St. 





913-915 
State St. 
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HaMocis-SPECIAL aes MOWERS 


TO OUR PAST AND FUTURE CUSTOMERS—Now is your opportunity to get a Lawn Mower or 
Hammock at a greatly reduced price. We have taken our entire line of Philadelphia, Granite State, and New 
Rover Mowers and in order for a quick sale we have reduced the prices regardless of cost. There is no need to go 
into details concerning the quality of these mowers—every one is familiar with the names and wearing quality. 
Therefore we again say—if you are in need of a mower, now is your opportunity. 


Our Reduced Prices 
Mes hom... ae 
IGinch syle P Grunt Stat, GE 40 
nie aoa ae 
‘ O80 vane, wecial . DOS 
OUR EXTRA SPECIAL 


As a leader for this sale we have taken the ‘‘New Rover’’ style X. This mower in 14 and 16-inch cut, we can 
say is the very best quality and for a cheap.serviceable mower it is the best in the world. 


16-inch style C Philadelphia 
$6.50 value, special 


“rr @eeeee 


16-inch style K Philadelphia 
$2.00 value, special ... 





18-inch style K Philadelphia 
$8.75 value, special 




















GOR SPECIAL PRICE (14 and 10-ladh WB) 55. 600k nico ccncecncs cng pesnngtaceeves chsteas 
i 3 ZZLES 
SPRAYS ss oo 
G.Inch Straight gg genre 30c Ga-e=d) 
SOc G-Inch Adjustable. 5 _ - 8Sc 





Special 
Sale 
Hammocks 


A beautiful line to select from in numer- 
ous combination of colors and our spe- 


Sp ecial 
Sale a 
Hammocks + Sica ra 


To appreciate the value of these ham- Po nae a te 5 





mocks you will have to see them on the ee 
sepcteaee *="\ CUT NG yiTAZ ws" cial cut prices. 
Style E, regular $1.00 value. Special........ ..§ 85 | Style G, regular $3.00 value. Special........-.. 2.70 
Style E, regular $1.50 value. Special......-.-.. 1.20 | Style G, regular $3.50 value. Special.......... 2.80 
Style F, regular $2.00 value. Special....... ... 1.65 | Style G, regular $4.50 value. Special.......... 3.83 
Style G. regular $2.50 value. Special........-. 2.20 | Style G, regular $4.75 value. Special. ..:... +: . 3.85 





Style G, regular $5.50 value. Special....... $4.40 
SEE. OUR WINDOWS DISPLAY 





No. 5—Some very attractive inducements to Erie buyers 














THIS Is 


The “Swift-sure” Slicer 


An All-Steel Nickel-plated 
Bread Cutter and Bacon Slicer. 


THAT CUTS BREAD AND SLICES BACON 
WITHOUT A BIT OF WASTE 













Reasons Why Wives, How, When, and ‘What! 








Caterers, and Shopkeepers The 
Should Use the “Swift-Sure” Slicer 
“Swift-Sure” Slicer:— Described :— 






nt Cots fresh bread with less waste than It’s a solid piece of goods, built of 
nickel-plated stee) throughout, ‘‘bullt 


can knife-cut stale bread. stroig to lest lops.” 
It sini anything tn the way of bread or | wn. cutter is 
@ revolving circular steel 
=o any thickness, from « delicate natéa, well protected to prevent acci- 
en 








@ 2-inch * “aoorstep ” 


Jt Cuts Bacon clean threugh rind, gristie, And when getting near the end of what 
and soft bones; cuts up end pieces; you're cutting, a nickel steel HAND- 
cuts away til] nothing's left to cut GUARD makes “slicing safe as eating 

Every § Slice ¢ of bacon ts like its brother F 

jon in thickness—hbence you 
o or “me to the pound, and 
the rasbers cook quickly and evenly. 


Ne danger of cutting your hand, or slic- 
ing your Singers. 

Laest—but not least—The “Swift-sure” is 
moderately priced, and lasts a life- 
time... 










To slice your bread or bacon, you just 

Place it on the slide, and push it for- 

ward, while your good right band turns 
the handle. 

Turning a thumb-screw, regulates the size 
of. slice—there’s nothing apout the 
machine to get out of order—and 
cleaning it Is a job that’s soon done 
and easily accomplished. 




























*Phones——City 4030 (six lines). 


NOCK & KIRBY, LTD., 


“The Home ot Noted Low Prices for General Hardware and Drapery,” 
188, 190, 192, 194, 194a George-street, and at 
17, 18, 19, 21, 23 Underwood-street (near Circular Quay), Sydney. 



















No. 3—The adman has left nothing to the imagination 


point—in the case of the refrigerator, cleanliness, 
and in the freezer, speed. The text matter is well 
worth a little of your time if you intend to push 
refrigerators and freezers. The text on the re- 
frigerator is a particylarly forceful presentation 
of the importance of sanitary linings. 


A Seasonable Combination Offering 


No. 5 (4 cols. x 10 in.).—The Palace Hardware 
House of Erie, Pa., sends us this combination sale 
ad which offers some very attractive inducements 





Hardware Age 





Leonard Cleanable 
1-Piece Porcelain- 
Lined Refrigerator 


| You Can’t Have Clean Food 
Unless You Have a Clean 
Refrigerator 


You wouldn't, of course, eat anything but clean food, yet food cannot be clean that 
has been in an unsanitary refrigerator. A bad odor in your refrigerator is always a 
dangerous 

- Zime, ceiiiatnti tone wood linings for refrigerators, are unsanitary. Even 
Goo coated with me paint or enamel, they soon get stained and Siaioved. 

Worse still, cracks and <9’ Govaiep. which fill with eames and food particles. 
Thus germs are foste an unsanitary condition 

phate Gtiaity banda cits 6:0 porcelain lining, ‘smooth, ocure 

white, » just like a piece of china, except that it is unbreakable. This 
porcelain you cannot possibly scratch, not even with a steel knife blade. It has no 
cracks or crevises in which grease or germs may collect. It is.as clean as a china . 
dish, _ and as easily kept clean. 

For your family’s sake, learn about the Leonard Cleanable. We want fo tell you 
its many good qualities. Call and get an -interesting booklet, ‘ aes, History of Re- 
frigerators.” It contains many good points you ought to know 


Delicious, Healthful, Ice Cream 
at Home in a Hurry with a 


“Lightning” 
Freezer 


You may have frozen dainties and vouch for their purity when you make them at 
home with a “Lightning.’ 

Then it’s ceed a aap simple matter and economical, owing to the 
special constructi 

The pane aera ‘wheel and scraper dasher, ‘the single gear, the heavy can with 
reinforced bottom and indestructible top, the w: Ce tub, each plays a part 
peters og the Lightning's high record for: fast, work. Long life, and easy 
cleani 
: we) have the Lightning freezers for af family and social purposes, capacity from 


_ Jeqt., $1.50.  2-qt.,$1.75. ‘Sat, $2.00°- "Get HEN, and up to $16.00. 


AYNESG 7 sd 


Hartford, Kan. 





“Lightning’s” 














Emporia, Kan. 





No. 4—The display plan is particularly attractive 


to Erie buyers. The opening talk is forcefully 
written and stress is laid on the trademark names, 
which is an excellent thing to do when the reduc- 
tions are on trademarked goods. The extra spe- 
cial offer, in our opinion, should have been displayed 
even more prominently than it is. This could be 
accomplished by enclosing the heading and text 
in a “box.” The hammock panel is well laid out, 
but instead of repeating the words “Special Sale 
Hammocks,” we would have used a brief statement 
on quality. This would have strengthened the 
lower display. Note the reference to the windows. 














Takes Keen Interest in Publicity 
for the Retailer 


BELLINGHAM, MINN. 





















To the Editor: 

We are taking the liberty of mailing you this 
day several copies of different advertisements 
run in our local paper from time to time. Same 
are at your disposal, as you see fit, to either com- 
ment on them in your Publicity for the Retailer 
section, or to discard into the waste basket. 
Quite naturally we should prefer the former, as 
the writer has always taken a keen interest in 
that department. 

Thanking you in advance, we are, 

Very truly yours, 
F. J. ROSENWALD & SON, 

Per H. A. Rosenwald. 














Hardware Age Criticism 
Appreciated 


LOUISVILLE, KY. 


To the Editor: 

Having been forcibly struck by the attitude of 
co-operation manifested in your splendid maga- 
zine, I am taking this liberty of sending you a 
few of our ads which we have run in the local 
papers with good results. 

If time permits, would ask that a generous 
criticism would be greatly appreciated by 

Yours very truly, 
H. W. RIEHL, Advertising Man, 


Bomar-Summers Hardware Company, Inc. 


































WASHINGTON NEWS 


Two Branches of the Government Considering the Trading Stamp 
' Evil—Government Moneys and Parcel Post 


‘By W. L. 


WASHINGTON, Aug. 9, 1915. 

ARDWARE AGE’S campaign against the 
H trading stamp is awakening echoes every- 

where, and many inquiries are reaching 
Washington concerning the outlook for Congres- 
sional legislation on this important subject. Two 
branches of the Government have the matter under 
consideration, the Federal Trade Commission and 
the office of the Secretary of Commerce. 

Experts of the commission are digging into the 
problem in connection with their comprehensive 
investigation of the subject of price maintenance. 
Secretary Redfield is watching developments be- 
cause of his strong conviction that the gift enter- 
prise is rotten at the core and is beneath the dig- 
nity of any self-respecting retail merchant and 
ought to be prohibited by act of Congress if it can 
be demonstrated that the Federal Government has 
jurisdiction of the subject. 

A year ago Mr. Redfield urged the President to 
ask Congress to take the matter up and it is a 
strong probability that he will renew his recom- 
mendation next November. The secretary thinks 
that the retailers have a big stake in the matter 
and that if they would all refuse to handle goods 
sold with profit-sharing coupons, trading stamps, 
etc., they would increase their own gains and help 
eradicate what has unquestionably become a great 
evil. 


All Government Moneys to Go by Parcel Post 


Here’s worse and more of it for the railroads 
and the express companies. The Post Office De- 
partment in its desperate effort to stop the gaping 
seams in the money chest due to parcel post ex- 
travagance has gone into a conspiracy with the 
Treasury Department to utilize the new merchan- 
dise post for the transportation of all the money 
that the Government sends out to the national 
banks, the subtreasuries, etc. The story of the suit 
of the New York, New Haven & Hartford Railroad 
to recover the cost of transporting 91% tons of gold 
coin and seven husky guards, for which the road 
received not a cent, was recently told in this cor- 
respondence. The new scheme makes the designer 
of the gold transportation project look like a very 
small caliber piker, indeed. 

For many years the Treasury Department paid 
the express companies $125,000 per annum for the 
transportation of billions of money annually from 
Washington to the principal cities throughout the 
United States. These transactions ran into such 
big figures because the banks constantly ship in 
worn currency, for which the Government sends 
out brand new bills, and it is no unusual thing for 
a bank to redeem its entire capital stock in a few 
such transactions. This was a costly service to the 
express companies, for money is money and has to 
be very carefully guarded. The company having 
the contract maintained an office with several em- 
ployees in the Treasury Building, operated a num- 
ber of big vans with armed guards and probably 
made very little out of the business, although it was 
a good advertisement. 


“Efficiency” or “High Finance”? 
The new scheme of the Post Office and Treasury 
Departments takes these contracts away from the 
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express companies and dumps all the money into 
the parcel post. The express companies, of course, 
lose the entire sum heretofore paid them and the 
railroads not only lose every cent they have re- 
ceived—about one-half the total charges—but are 
obliged to transport the money just the same, for, 
bless your heart, didn’t the Post Office Department 
have the mails weighed and the railway mail-pay 
rate established before they announced their de- 
cision to send all the money by mail? Of course! 
The promoters of this scheme call it “efficiency.” 
In Wall Street they would call it “high finance.” 

The most deliciously funny thing about this 
transaction is the fact that the Post Office Depart- 
ment intends to make the Treasury pay postage on 
the currency carried in the mails, to which the 
Treasury will retort by collecting real money to buy 
the stamps from the banks to which the currency 
is shipped. In other words, the National banks will 
be called upon to pay the Government for a service 
which does not cost Uncle Sam a cent, and which 
the railroads perform at great expense without a 
penny of compensation. 


Congressmen Angry Over Cuts in Carriers’ Salaries 


The Postmaster General has stirred up a hornet’s 
nest with his order, referred to in this correspond- 
ence last week, reducing the pay of letter carriers 
who do not reach a certain “standard,” and cutting 
the compensation of all carriers who serve as col- 
lectors, on the ground that their work is not of as 
high a class as that of mail distributors. These 
cuts were made pursuant to the department’s policy 
of trimming off a dollar—or even half a dollar— 
wherever possible in order that the money may be 
spent in providing additional parcel post “facili- 
ties.” 

But this time the department seems to have gone 
squarely counter to a law passed by Congress last 
March. This law, which was drafted by Senator 
Penrose and passed by both houses unanimously, 
ordered the immediate restoration to their former 
grades of all “letter carriers assigned to collection 
service’ whose salaries had been reduced by the 
department. Of course, Congress intended this 
statute as a prohibition against the reduction in 
the future of other carriers for the same reason, 
but it appears that the department only waited 
until the Senate and House had turned their backs 
and gone home “to rest up a bit after two years’ 
continuous session before it went to slashing sala- 
ries again. 

Senators and representatives are very touchy on 
the subject of the careful observance by the execu- 
tive departments of the laws which they pass, espe- 
cially those relating to appropriations, and they are 
pretty hot over the Postmaster General’s con- 
temptuous treatment of this particular enactment. 
About the sorest man in Congress is Representative 
Martin B. Madden of Illinois, a member of the 
House Committee on Post Offices and Post Roads, 
who proposes to introduce resolutions impeaching 
the Postmaster General for his action in this mat- 
ter. In a formal statement Mr. Madden says: 

“There is no law upon the statute books of the 
nation which gives the Postmaster General power 
to cut the salary of a postal employee. Before the 
adjournment of the last session of Congress a 
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resolution was passed calling upon the Postmaster 
General to observe this fact. The fact that in the 
face of this Postmaster General Burleson has made 
a deliberate cut in the salaries of certain classes of 
carriers makes it certain that a day of reckoning 
will come when Congress will call upon the Post- 
master General to account for his actions, because 
of which he is liable to impeachment for mal- 
feasance of his office.” : 


How the Carriers Have Been Reduced 


The methods pursued to make up a record against 
each carrier reduced are slowly coming to light and 
are certainly no credit to a great government de- 
partment. Experienced distributing carriers have 
been taken off their routes and put at collecting at 
reduced compensation and upon complaint have 
been informed that they were not competent to per- 
form delivery service on the “average delivery 
route.” Naturally, the men have eagerly demanded 
the chance to prove their ability, whereupon they 
have been assigned to extraordinarily arduous 
routes and told that they must “make good within 
three days.” Of course, the carriers realize what 
this means, for not even the most experienced men 
in the service could hope to make a record on a new 
route in such a short period. 

These steam roller tactics have been applied 
throughout the service and a very considerable sum 
of money has thus been “saved.” Of course, this 
is pure folly, for Congress will unquestionably call 
the Postmaster General to account and in all proba- 
bility the National Association of Letter Carriers 
will utilize the incident to lobby through a substan- 
tial raise in salaries all along the line. This will 
not be pleasant news to the taxpayers, but, of 
course, the dear pee-pul always have to pay for the 
foolishness of government officials. 


More Auto Routes to Handle Merchandise 


Another branch of automobile rural routes was 
established during the past week, as foreshadowed 
in this correspondence a month ago. Up to date 
298 motor routes have been authorized, covering 
about 12,000 miles of rural post roads. According 
to the Post Office Department, reports received on 
the pioneer routes “show that this service is in 
every. way satisfactory’”—especially to the mail 
order houses, which can now guarantee quick de- 
livery of flatirons, churns, gas stoves, coal hods, 
etc., etc. The “motorization” of rural service is 
proceeding by leaps and bounds and soon the famil- 
iar little one-hoss shay will be but a memory. 


Cheering News Anent the Stevens Bill 


Secretary Whittier of the American Fair Trade 
League is enthusiastic over the outlook for the 
passage of the Stevens price-maintenance bill at 
the coming session. He is constantly in touch with 
prominent senators and representatives by cor- 
respondence and has gathered a monumental pile of 
letters that looks like the manuscript of a one-term 
congressman’s maiden speech, in which leading 
men in both houses predict the enactment of the bill 
and pledge th2ir support. 

The Fair Tirade Leaguers have all been greatly 
encouraged in their fight by the decision recently 
handed down in the United States District Court 
for the southern district of New York by Judge 
Hough, denying an injunction to the Great Atlantic 
& Pacific Tea Company against the Cream of 
Wheat Company for the latter’s refusal to supply 
its goods to a concern that had systematically cut 
its prices. Judge Hough’s decision is straight from 


the shoulder and should warm the cockles of every 
retail merchant’s heart. 
found in it are these: 


Among the gems to be 








Hardware Age 





“The doing of what plaintiff wishes would take 
from every groceryman near an ‘Economy Store’ 
the last incentive to buy any Cream of Wheat, and 
collectively such grocery keepers are more impor- 
tant to the public and the defendant than is the 
plaintiff. 

“If injunction were granted, defendant and many 
retailers would be injured, and the microscopic 
benefit to a small portion of the public would last 
only until plaintiff was relieved from the competi- 
tion of the fourteen cent grocer—when it too would 
charge what the business would normally and natu- 
rally bear. In short, it is plaintiff, and not defend- 
ant, that pursues methods whose hardships and 
injustice have often been judicially commented 
upon.” 

Even old Shylock would admit that Judge Hough 
is another “second Daniel come to judgment.” 





American Bicycle Lamps Needed 
in England 


18, SALISBURY ROAD, 
SEVEN KINGS, ESSEX, ENGLAND. 
To the Editor: 

Owing to war regulations there is a big demand 
for bicycle lamps. over here, and as our usual 
manufacturers cannot. supply (being engaged on 
war work) the demand far exceeds supply. 

Will you please put me in touch with actual 
manufacturers of bicycle lamps on your side? 

I inclose clippings showing type of lamp now 
in demand; some are ordinary headlights, others 
show rear red light to meet war regulation. 

Patterns to retail at 1 to 6 shillings are wanted. 

I am in touch personally with buyers of the 
largest factoring houses in England and would 
require quotations for 1 to 12 gross lots. 

Would like samples to be sent to my private 
address as at top. Usual references, etc., as re- 
quired. 

All business resulting would, of course, be sub- 
ject to laws of England as at present in force. 

Yours truly, 
W. J. RAND. 











Commerce Reports Valuable for 
Daily Reference 


é eee Bureau of Foreign and Domestic Commerce, 

Department of Commerce, Wasnington, D. C., 
has for some time been giving a new significance 
and greater practical value to commerce reports, 
covering particularly export trade, but both foreign 
and domestic. 

Manufacturers will find much helpful and valu- 
able matter daily. These features of the daily con- 
sular and trade reports may be quickly scanned, 
giving time only to what interests particular 
individuals. 

In Foreign Trade. Opportunities printed on the 
last page will be found specific reference to wanted 
goods, from almost everywhere, and reserved ad- 
dresses may be obtained from the Bureau and its 
numerous branch offices in New York, Boston, Chi- 
cago, St. Louis and elsewhere throughout the 
United States. 

Each of these paragraphs bears a number for 
certain identification, and requests for these ad- 
dresses should be on a separate sheet and the file 
number given. 



























How He Got Even 


F Gasper meni man who stutters spent all after- 

noon in trying to sell a grouchy business man a 
bill of goods, and was not very successful. 

As the salesman was locking up his grip the grouch 
was impolite enough to observe in the presence of his 
clerks:—“You must find that impediment in your 
speech very inconvenient at times.” 

“Oh, n-no,” replied the salesman. 
his p-peculiarity. S-stammering 
y-yours?” 

“I’m not aware that I have any,” replied the mer- 
chant. 

“D-do you stir y-your coffee with your r-right hand?” 
asked the salesman. 

“Why, yes, of course,” replied the merchant, a bit 
puzzled. 

“W-well,” 


“Every one has 
is mine. What’s 


went on the salesman, “t-that’s your 


peculiarity. Most people use a teaspoon.”—Euxchange.. 


The Winner 


N Englishman, Irishman, and Scotchman made an 
agreement among themselves that whoever died 

first should have five pounds placed on his coffin by 
each of the others. The Irishman was the first to die. 
Shortly afterward the Scotchman met the Englishman 
and asked him if he had fulfilled the agreement. 

“Yes,” said the Englishman, “I put on five sover- 
eigns. What did you put on?” 

“Oh, I jist wrote ma check fer ten poonds,” said the 
Scotchman, “an’ took your five sovereigns as change.” 
—Argonaut. 


Where Fear Lay 


VELYN is very cowardly, and her father decided to 
have a serious talk with his little daughter. 
“Father,” she said at the close of his lecture, “when 
you see a cow, ain’t you ’fraid?” 
“No, certainly not, Evelyn.” 
“When you see a bumblebee, ain’t you ’fraid?”’ 
“No!” with scorn. 
“Ain’t you ’fraid when it thunders?” 
“No,” with laughter. “Oh, you silly, silly child!” 
“Papa,” said Evelyn, solemnly, “ain’t you ’fraid of 
nothing in the world but mama?”—Short Stories. 


Dangers of Intellect 


HE dangers of the higher education are not often 

exposed so nakedly as in the case of an East Side 

mother, who wrote the following letter to the teacher 
of her boy: 

“Please do not push Tommy too hard, for so much of 
his branes is intelleck that he ought to be held back a 
good deal, or he will run to intelleck entirely, and I do 
not desire it. So please hold him back so as to keep 
his intelleck from getting bigger than his body, and 
injuring him for life.”—Eachange. 


Last Laugh 


¢¢C! URE, Oi’ll write me name on the back o’ your 

note, guaranteein’ ye’ll pay ut,” said Pat, smil- 
ing pleasantly as he indorsed Billup’s note, “but Oi 
know doomed well ye won’t pay ut. We'll have a laugh 
at th’ ixpinse of the bank.”—Life. 


63 


Reassuring Mother 


| aggre D had just begun to attend the public school, 

and had found a new friend, a child of whom Ed- 
mund’s mother had never heard. 

“Who is this Walter?” she asked. 
boy?” 

“Yes, ma’am, he is!” repKked Edmund, enthusiasti- 
cally. 

“Does he say any naughty words?” pursued his 
mother. 

“No,” replied Edmund, with emphasis, “and I’m not 
going to teach him any!”—Youth’s Companion. 


“Ts he a nice little 


Knew His Man 


ONSIEUR wanted the picture hung to the right; 
madame wanted it on the left. But monsieur in- 
sisted that the servant should hang the picture accord- 
ing to his orders. Consequently Joseph stuck a nail in 
the wall on the right, but this done, he also went and 
stuck another in on the left. 
“What is that second nail for?” his master inquired 
in astonishment. 
“It’s to save me the trouble of fetching the ladder 
to-morrow when monsieur will have come round to the 
views of madame.”—Argonaut. 


A Jolt 


vas! “ee not going to that female barber-shop again; 
there’s a rude girl there, don’t you know.” 
“What did she say?” 
“Why, she looked at my mustawsh and awsked me if 
I would have it sponged off or rubbed in.”—Christian 


Register. 


Inexplicable 


| gap age eg (to student)—What are you laughing 
at? Not at me? 

Student—Oh, no, sir. 

Professor—Then what else is there in the room to 
laugh at?—Boston Transcript. 


Cheering 


ISTRESS—“I shall be very lonely, Bridget, if you 
leave me.” 
Bridget—“Don’t worry, mum. I’ll not go until ye 
have a houseful of company.”—Boston Transcript. 


The Spoilsport 


CORNFUL SPOUSE—lIt needn’t make you so 

grumpy because you swallowed an ant and spilt 

jam on your trousers and sat on a bumblebee. Good 
heavens, a picnic’s a picnic, you know!—Life. 


Too Often 


gt nee (who is teaching her child the alphabet) — 
“Now, dearie, what comes after ‘g’?” 
The Child—“Whiz!”—Judge. 


It’s a wise man who can keep his temper, for any 
fool can lose it.—E xchange. 
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Modern Merchandising 


HE department store managers are 
among the best and most successful 
merchants of the day and much of their 

success is confessedly due to the intelligent 
and unceasing attention which they give to 
merchandising. Speculation is more and 
more a negligible quantity in money making 
in the ordinary run of commercial life, and 
the fierceness of ever-present competition 
prevents other than the most moderate net 
profits in every avenue of the distributing 
world. So it has come to be felt and recog- 
nized that intelligent merchandising must 
form the substantial basis of business profits. 
The proper handling of the varied assort- 
ment that makes up the stock of the re- 
tail dealers in modern hardware is a most 
complex and interesting affair, for it em- 
braces at once the three essentials of buying, 
ordering and selling. The larger and more 
complete the stock on hand the truer is this 
statement, for it may be said in all modera- 
tion that almost everything that happens in 
the world affects the hardware business. Let 
a few salient examples suffice. The automo- 
bile business is largely a matter of the past 
score of years, but in its very inception its 
leading features and commercial characteris- 
tics should have been apparent to the think- 
ing business man who had vision and analysis 
enough to grasp the meaning of the great 
commercial revolution that was implied. It 
was bound to have an adverse effect upon the 
use and sale of all horse trappings since every 
machine, to a large extent, displaced one or 
more horses. Also this effect would be first 
felt in the falling off in use of the more ex- 
pensive horse furnishings since only the rich 
who principally had “swell turnouts” could at 
first afford the luxury of the new method of 
locomotion. Yet is it true that continued 
study and observation brought out the ob- 
vious fact that the so called “passing of the 
horse” is largely a newspaper fiction. There 
is, and always will be, a large function in in- 
dustrial and especially in agricultural life 
which the horse can more economically ac- 
complish than a gasoline-driven machine. 
The double problem of merchandising that 
presents itself in this connection is, first, that 
of an increasing use of automobiles and au- 
tomobile sundries and a slowly declining, in 
fact an almost stationary, use of all horse 
trappings. Careful study and observation 
over a series of years revealed the fact that 
the sale of all manner of hardware items used 
in connection with horses has not varied 
much of late years, so in fact while the use 
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seems about the same, it is really falling 
behind proportionately as regards growth in 
population. A study of government statis- 
tics from year to year brings out the signifi- 
cant fact that there are more horses and 
mules in this country at present than ever 
before. So long as this continues the sale of 
horse trappings will always be an important 
item in the hardware business. On the other 
hand the hardware trade must realize that 
the sale of automobile sundries has but be- 
gun and that it will rapidly increase to a busi- 
ness of vast proportion. Being new and with- 
out precedent, many mistakes will inevitably 
be made in merchandising in the way of buy- 
ing items that have proved unsalable or else 
heavy overstocks. 

The only safeguard against this is the use 
of ordinary common sense as to the practi- 
cability of each new article and the selling 
possibilities as measured by its price and the 
machines it fits, whether they are numerous 
and popular or few and but little used. It is 
better to go slowly at first in general, and 
take chances on the side of buying too few 
rather than too many until time and experi- 
ence have indicated those which are staple 
and popular and can be safely bought in a 
large way. 

The growing use of electric lights and fix- 
tures is another case in point. Obviously the 
coal oil lamp and gas fixtures of all kinds 
have seen their best days. Equally obvious 
is the fact that the more expensive items in 
these lines will go first and the cheaper styles 
and kinds will hold on longer because they 
are being used only in cheap city houses and 
in small villages and remote farms. Now 
the profitable way to know of a great change 
of this nature is to discover it at its inception 
and not after it has happened. A man living 
anywhere in the West did not have to be 
much of a prophet to see what was going to 
happen. He had only to visit a few small 
towns to observe the installation of electric 
light plants, and to note the great revolution 
in lighting that was on the way. Those who 
have not been asleep at the switch have like- 
wise perceived that the day of the lantern is 
fast fading and that of the flashlight coming 
in, and they are governing their purchasing 
and ordering accordingly. 

Equally has the spirit of progress and ma- 
terial and mental uplift affected the hard- 
ware business in another important way. 
This is the beginning of an age of sanitation 
and those who travel and keep their eyes open 
know that every small town of life and spirit 
nowadays is installing waterworks either 
privately owned or else run by the city. 
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Likewise farmers in increasing numbers are 
putting in running water in their houses, It 
only therefore needs the ability to add two 
and two together to make four to realize that 
the hardware man can safely increase his line 
of bathroom fixtures and add pipe and fit- 
tings and plumbing supplies if he has not 
done so already. 

This same spirit of sanitation has lately 
taken the form of “Swat the Fly” campaigns 
all over the country, and it follows easily that 
the sale of screen wire cloth, screen doors 
and windows will grow as this campaign 
spreads. 

To come down to little things, it also means 
that fly killers will steadily increase in use, 
but it does not mean that all kinds of fly traps 
will. The small one used in the house will 
naturally decrease as the use of screen wire 
grows, but there will be more demand for the 
large one that is used out of doors. This 
same spirit has expressed itself in preferences 
for certain kinds of ware. All white enamel 
ware, white outside and inside, is in demand 
because of its sanitary appearance and not 
because it is really any better or more serv- 
iceable than other enamel wares that are 
white on the inside and colored on the out- 
side. It is this same spirit which largely dic- 
tates the demand for aluminum ware despite 
its high price. The problem of ordering these 
different wares is largely the problem of con- 
stant and careful study of public taste and 
tendencies. 

In merchandising it is never safe to take 
general impressions as a guide for action. 
There prevails a widespread idea that fur- 
bearing animals are fast becoming extinct. 
If this be true, then the hardware man has 
but little interest in the future of steel traps. 
Now as a matter of fact this idea is prin- 
cipally remarkable for not being so. Some 
fur-bearing animals are becoming very 
scarce, but they are the aristocrats, such as 
the silver fox, the beaver, the otter and the 
like. But the common run which constitute 
the greater part of the fur business, such as 
muskrats, skunks and ’coons are still very 
plentiful. And the interesting fact is that 
these especially common every day animals 
are still caught very largely in such old set- 
tled States as New York, Pennsylvania and 
Ohio. Any steel trap manufacturer will give 
that information. The only other man one 
need consult in ordering steel traps is the 
dealer in furs as to whether the fashion in 
wearing furs is still likely to prevail the com- 
ing season, Of course, the European war 
upset the fur business by cutting down about 
50 per cent of our export in furs, but under 
normal conditions the sale of steel traps 
promises to be a permanent part of the hard- 
ware business for some years to come. 

The nature and yield of the crops is like- 
wise a matter of profound import in mer- 
chandising hardware. Government reports 
can be had in complete detail from the De- 


| partment of Agriculture at Washington and 


in abbreviated form in the daily press, and 
locally, of course, crop conditions are matters 
of common knowledge. 

It has been evident for some time that the 
fruit crop would be large and this conse- 
quently meant a large demand for. cherry 
stoners, apple parers, fruit-cans and preserv- 
ing kettles. The successful merchandising of 
articles of this nature consists in an intelli- 
gent knowledge of the actual facts as the 
basis of action, having the goods early, and 
getting as nearly sold out of them as possible 
when the season is over. Carrying goods of 
this kind beyond the season is a most expen- 
Sive performance. It means money invested 
unproductively for many months, rent, in- 
surance and interest charges that often more 
than offset all the net profits made on those 
sold. It is better to be out of some of the 
items toward the end of the season than to 
carry over too many. 

It has also been evident for some time that 
the hay crop would be large, with accompany- 
ing sales of all hay tools. That the wheat 
crop would be a record breaker and because 
of wet weather would cause an unusual de- 
mand for cradles, scythes and snaths, and 
that the cotton crop would be much smaller, 
bringing lessened use of scale beams. =, 

Of all the various causes that affect mér- 
chandising that of the weather is the most 
difficult to act upon intelligently because of 
the impossibility of telling much in advance 
what the weather will be. Meanwhile com- 
mon sense and observation will help some. 
When hot dry weather has prevailed for some 
time, it is well to keep a good stock of rubber 
hose, tire bolts and sprinklers and to go slow 
on lawn mowers. If cold weather does not 
come along early in November it is well to 
push sales of stoves and stove goods. If lakes 
and ponds are not frozen over by the middle 
of December, it is wise to go slow on order- 
ing skates and sleds. Dry summers and poor 
hay crops presage large demands for corn 
knives, while unless hot weather comes be- 
fore the middle of July, it is well to go slow 
on electric fans, ice cream freezers and re- 
frigerators. 

It is impossible in the space of an article 
to make more than passing mention of the 
innumerable causes that affect modern mer- 
chandising, But there are some few princi- 
ples that time and experience have shown to 
be invariable. It does not pay to buy more 
than you need no matter what the tempta- 
tion. It is of more moment to have goods 
when you need them than anything else, for 
it is wise to pay a little more and get the 
goods than to buy cheaply and not get them. 
It is economical to get rid of dead stocks and 
overstocks even at a sacrifice. And one is 
only on safe ground when he has the smallest 
amount invested and the largest turnover of 
stock consistent with filling orders completely 
and promptly. 
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FISH STORIES AND FACTS 


A Visit to the Izaak Walton of New Castle 
By THE ASSISTANT MANAGER 


T takes some artist to win my confidence with a 
| fish story, yet it has been done twice. Tom 

Dixon, the genial secretary of the Carolinas 
Hardware Association first did it with a complex 
tale of wall-eyed trout, and I believed. Confiden- 
tially it was believe or stay up all night, for Tom 
was in my room, and even at conventions I like to 
get to bed before daylight. He had nothing but a 
word picture to back up his story, but those of you 
who know Tom know that when he dips his brush 
into a gallon can of the English language he can 
eover decidedly more than 300 sq. ft. two coats. 

My other hardware friend with a fish story lives 
in New Castle, Pa. Put a question mark after his 
name and it’s a whole paragraph. C. Ed Smith? 
Hang the word company on the end of his name, 
and you are talking about a firm with one of the 
best equipped hardware stores in America. C. Ed 
had a picture to back up his fish story. It shows 
a muskalonge weighing somewhere round a ton, 
and C. Ed furnishes a smiling background. 


What a Fish Story Led To 


The first time I met Ed he didn’t know me from 
Adam’s off ox, and I didn’t know him as the Izaak 
Walton of New Castle. We swapped fish stories on 


the sidewalk until a well-padded reminiscence of 
mine put me in his class, and then he asked me in- 
side to see his pet. I went, expecting to see a stuffed 
tarpon or a trained gold fish, but instead he waved 
his long arm across a big roomy hardware sales- 
room, and said, “Here she is, Boy.” 


A bird’s-eye 
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view of the scene he covered is here reproduced. 
I’d feel like a thief if I didn’t share it with you 
fellows who are paying my salary. It’s worth a 
whole lot more than a mere second look. 

The first unusual thing about it-is that the room 
is nearly square. Narrow salesrooms are so com- 
mon these days that anything else looks strange, and 
has the attraction of the unusual. C. Ed and his 
boys have taken their attractive room and so ar- 
ranged and trimmed it that the curious, the cus- 
tomer and the competitor, to whom I spoke about 
it that day, agreed that it was certainly a pippin 
of a place. 


The Pull of Silent Salesmen 


It is a store of cases—whole batteries of bevel- 
edged plate glass, marble-based showcases, sur- 
rounding floor cases that stand 6 ft. or more in 
height. There are wall cases and post cases, and 
the contents! Say, those cases were as spick and 
span as the high school valedictorian on graduation 
day, and they looked twice as comfortable. Every 
item seemed to have been placed by some one who 
loved it, and the goods were certainly putting their 
right feet forward for trade. One particularly well- 
trimmed cutlery case stopped me, and as I stepped 
nearer for a closer inspection a big case of fancy 
baskets just beyond seemed to rise up and call to 
me, “Say there, you hungry looking assistant man- 
ager, there’s an assortment of fancy lunch baskets 
over here just yearning for a little attention and the 
opportunity to be filled with chicken sandwiches and 





The C. Ed Smith Hardware Company’s salesroom in 





New Castle, Pa., is a delightful contrast to narrow stores 


pie.”” Now they didn’t tease any longer. Our tastes delightful temptation by fishing tackle and C. Ed 
were too much alike, so I moved on only to be coaxed = smith. 


further back into this wonderland of hardware by : ; 
tools, and then still further into the meshes of He Must Have Been a Fisherman 


He was adding to the treat I was experiencing 
by telling how it had come about. If Heller, the big 
Montpelier, Ohio, fixture manufacturer, isn’t a fish- 
erman, he’s a freak, for Ed Smith surely thinks 
that Heller and Heaven are synonymous terms. 
He’s as tickled with the way Heller trimmed his 
store as he could possibly be with a whale on a 5-oz. 
rod. He explained how every fixture had been 
made to accommodate certain goods. He called my 
attention to the pleasing fact that no goods hung 
from the ceiling. Then he spoke of the ceiling, 
itself metal, and molded to harmonize. He then 
came down a few feet to the lighting system, and 
turned a switch to show me how it worked before 
we drifted to the, basement to inspect a splendidly 
arranged reserve stock. “Yes, sir, Heller certainly 
gave us a good start, but say, Boy (with a fisher- 
man’s slap on my back), we would have lasted as 
long as a spawn bait in swift water if we hadn’t kept 
it up.” 


Headlights and Headlines 


“Do you really think, Mr. Smith,” I asked as a 
teaser, “that light is such an extremely important 
item ?” 

“Light! Light! Is it important?” he burst forth 
as he turned to face me. Then he caught the laugh 
that must have reflected itself in my eyes. “Why, 
man,” he finished, “if I didn’t know you were fool- 
ing I’d say that if you didn’t consider light the 
biggest single physical attraction outside of the 
goods themselves, that you didn’t know as much 
about hardware as a two-year old. I’m a good be- 


C. Ed Smith and the muskalonge liever in newspaper space, but I tell you there’s 
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A hundred feet of Heller fixtures on one side of the C. Ed Smith Hardware Company’s store 


more publicity in a headlight than there is in a head- 
line.” 

“Do your sparking in a park beside the speed- 
way?” Iasked. “Not on your life,” he laughed back. 
“T loved in the good old days of a horse and buggy.” 
Then he laughed outright. ‘“‘What’s the matter?” I 
asked. C. Ed slapped his knee and laughed again. 
His answer came sandwiched between bursts of 
laughter. “Yep, I courted in everything from a 
buckboard to a carriage, but I drive a car, and that 
publicity argument in favor of headlights certainly 
fits an automobile as well as it does the lights in this 
store.” 


A Hasty Answer 


I picked up my bag, stuck out my hand, shook, 
and said good-bye. I had gone a few steps past the 
door when a big, good-natured, healthy voice hailed 
me from the doorway I had just left. “Say, Old 
Man, when you hit New Castle again, plan to take a 
day off and we'll go fishing.” 

“Thanks, you’re on,” I called back, and I’ve been 
wondering if I wasn’t just a little hasty. If C. Ed 
Smith has cleaned up the fish around New Castle as 
thoroughly as he has cleaned up and arranged that 
store of his, you couldn’t catch a shiner with a 
hundred-dollar outfit in a week. 


Tools at close range in the C. Ed Smith Hardware Company’s store 











Trade Conditions and Iron, Steel and Hardware Prices 





The sharp advance in prices and the won- 
derful recovery in the demand for pig iron 
have been the leading feature of the situa- 
tion in the iron and steel trade this week. 

The whole steel trade is in a very prosper- 
ous condition, both domestic and foreign de- 
mand being heavy, and prices on all lines ad- 
vancing. 

In the Pittsburgh district hardware trade 





MARKET SUMMARY FOR THE BUSY READER 


conditions are most encouraging, the volume 
of business being larger and prices better 
maintained than at any time in nearly two 
years. Some of the larger jobbing houses are 
urging employees to take shorter vacations 
on account of the rush of business. The re- 
tail hardware dealers also report a notable 
increase in volume of business and regard the 
outlook as very promising. 
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Office of HARDWARE AGE, 
Pittsburgh, Aug. 10, 1915. 


HE leading feature of the situation in the iron and 
steel trades this week is the wonderful recovery in 
the demand for pig iron and the sharp advance in prices 
that has taken place. The upward movement in de- 
mand and prices seems to be general all over the coun- 
try, and while very young has gathered momentum that 
may carry prices several dollars a ton higher before it 
stops. Inquiries for pig iron have come up in the past 
week from unexpected sources that were not supposed 
to be in the market, and in the Pittsburgh district par- 
ticularly, and also in other leading pig-iron centers it 
looks very much like a runaway market. It is probable 
that in the Pittsburgh district alone close to 50,000 tons 
of Bessemer, basic and foundry iron was sold last week, 
a greater movement in sales than has taken place in a 
long time. Other heavy inquiries are out for pig iron 
that may be closed this week. There has also been great 
activity in the Cincinnati, Ohio, district, the American 
Rolling Mill Company, Middletown, Ohio, and the New- 
port Rolling Mill Company, Newport, Ky., being very 
heavy buyers of basic iron, the former taking about 20,- 
000 tons and the latter from 10,000 to 15,000. In the 
Pittsburgh district the Standard Sanitary Mfg. Com- 
pany, the largest maker of sanitary ware in the country, 
bought 20,000 tons of foundry iron for its Pittsburgh 
and New Brighton works, and also bought upward of 
10,000 tons for its Louisville, Ky., works. The increase 
in demand for pig iron has been mainly for basic and 
foundry, heavy sales of the latter grade indicating that 
the foundries are busy and are melting more pig iron 
than at any time for many months. 

Figures printed last week on the pig-iron output show 
clearly the great gains that have come to the steel trade 
in the past two or three months. These figures show 
that the total output of pig iron in July was 2,563,420 
tons, or an average of 82,691 tons per day, in July, 
against 2,380,827 tons in June, or an average of 79,361 
tons per day in June. In other words, on Aug. 1, the 
country was making 3330 tons more pig iron per day 
than on July 1. The great increase in output of pig 
iron has come largely from blast furnaces owned by 
the leading steel companies, and which are being oper- 
ated at present close to 100 per cent. In July the blast 
furnaces of the steel companies made no less than 
62,895 tons of pig iron per day, or more than two- 
thirds of the entire output. Also on Aug. 1, there 
were 16 more blast furnaces in blast than on July 1, 
and pig-iron output is now running at the greatest rate 
ever known, or at the rate of 32,000,000 tons a year, 
against 18,000,000 tons on Jan. 1. In other words, 
output of pig iron in this country has increased in 
seven months from 18,000,000 tons per year to 32,000,- 
000. The largest output of pig iron ever made in this 
country was in 1913, in that year the output having 
been 31,300,000 tons. 

There was nothing of special moment that de- 
veloped in the steel trade in the past week, this largely 








due to the fact that steel works all over the country 
are now filled up with orders ahead for two or three 
months and are operating to 100 per cent of capacity 
and shipping their product as fast as made. Nearly all 
consumers are covered over the next two or three 
months and are urging the mills for prompt shipment. 
Billets and sheet bars, particularly of the open-hearth 
quality, are very firm and scarce. In the Pittsburgh 
and Youngstown districts there is a great shortage in 
supply of open-hearth steel and prices are very strong. 
Steel rounds for war purposes are very scarce and have 
sold up to 3.25c. per pound. Another inquiry came out at 
Cleveland last week for 16,000 tons and reports are 
that the Crucible Steel Company of this city has con- 
tracts on its books for war munitions aggregating 
$66,000,000. Very heavy exports of nearly all kinds 
of steel products are being made, but, of course, the 
bulk of the steel tonnage going abroad is for war 
munitions. Prices on plates, shapes and bars are firm 
at 1.30c. in nearly all cases, but 1.25c. is still being 
done on plates. Last week the Standard Oil Company 
placed contracts for four large vessels and another in- 
terest for one, and these five boats will take 18,000 to 
20,000 tons of steel plates and shapes. A good part of 
this business is expected to come to Pittsburgh mills. 

The whole steel trade is in a very prosperous con- 
dition, both domestic and foreign demand being heavy, 
and prices on all lines advancing. In pig iron alone 
Bessemer and basic went up last week fully $1 a ton, 
with indications pointing strongly to still higher prices. 

In the hardware trade conditions are most encourag- 
ing, the volume of business being larger and prices 
better maintained than at any time in nearly two years. 
There is a wonderful air of activity in all large hard- 
ware jobbing houses in this city, the pavements and 
floors of the stores being piled full of goods being 
shipped out as fast as they can be hauled. Some of 
the larger jobbing houses are urging employees to take 
shorter vacations on account of the rush of business. 
The retail hardware dealers also report a notable in- 
crease in volume of business and regard the outlook as 
very promising. There have been slight advances in 
prices of bolts and nuts and also on other lines of hard- 
ware goods. 

The financial situation is fine, and while banks have 
not as much money in reserve as they had some time 
ago, they have plenty on hand for all legitimate needs. 
In March this year the German National Bank was 
placed in the hands of receivers, but arrangements have 
just about been worked out by which the affairs of this 
bank will be liquidated by the First-Second National 
Bank of this city, one of the leading institutions here. 

WIRE NAILs.—The new domestic demand for wire 
nails is fairly heavy, and the mills are running to 100 
per cent, filling specifications against contracts and tak- 
ing care of new business. Shipments of wire nails by 
the mills have been so heavy for some time that stocks 
have become greatly depleted and are lighter now than 
at any time for some months. Owing to the enormous 
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demand for steel, and also on account of its scarcity, 
it is almost certain that prices on wire nails will be 
higher in the near future. The mills_state they are 
quoting $1.60 firm on all new orders, but some nails are 
still being shipped out on contracts placed some time 
ago at the $1.55 basis. There is still some foreign de- 
mand for wire nails, and some orders for export ship- 
ment are being booked right along Wy local mills. An 
announcement of an advance in prices of wire nails of 
5c. to 10c. per keg at any time is anticipated by the 
trade. We quote on new orders, wire nails in large lots 
to jobbers, $1.60 base; in carload lots to retailers, $1.65 
base; less than carload lots, $1.75; galvanized nails, 
1 in. and longer, $1.75 extra, or $3.35 base; shorter 
than 1 in., $2.25 extra plus the regular nail card 
extras. 


Cut Naits.—The La Belle Iron Works, Steubenville, 
Ohio, the only makers of cut nails in this district, re- 
port a good demand and the market very firm. Quite 
heavy shipments of cut nails are being made to the 
South, where they are used more extensively than in 
other sections of the country. 


We quote cut nails, $1.60 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.65 f.o.b Pittsburgh, 
terms sixty days, or 2 per cent off for cash in ten days, 
freight added to point of delivery. 

“BarRB WIRE.—The local market is in fine condition 
and foreign and domestic demands are heavy, the mills 
being practically sold up on their output of barb wire 
over the remainder of this year. The fall demand has 
also started and promises to be very active. Shipments 
of barb wire by the mills are heavy and it is the general 
belief that within a short time a sharp advance in 
prices will be announced by the leading makers. Prices 
on galvanized wire continue very strong. 

Plain annealed wire is $1.40: galvanized barb wire and 
fence staples, $2.50; painted barb wire, $1.70, all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 


woven wire fencing are 69 per cent off in carload lots, 68 per 
cent on 1000-rod lots, and 67 per cent on small lots, f.o.b. 


Pittsburgh. 


FENCE WIRE.—Manufacturers are buying liberal 
quantities of fence wire and fabricators are also laying 
in large stocks to be made up into wire fences for the 
fall trade. It is believed that fall business this year 
will be much heavier than for several years, as the 
farmers have had a very good year in crops on which 
they will realize high prices, and they will be in finan- 
cial position to make improvements about their farms, 
which will include a large amount of new fence build- 
ing. Prices are very firm and likely to be higher in the 
near future. 

Prices are as follows: Annealed fence wire in carload lots 


to jobbers, $1.40 base; galvanized $2.20, with the usual ad- 
vances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—The greatest activity of any 
of the hot rolled products is in steel bars, there being 
an enormous foreign demand for steel rounds for shrap- 
nel purposes, which have served to keep the steel bar 
mills filled up with orders ahead for some months. 
The Carnegie and Jones & Laughlin Steel Companies 
report that on some sizes of steel bars they are filled 
up for remainder of this year and are back in ship- 
ments from six to eight weeks. In this condition, prices 
are naturally very firm and steel bars are strong 
at 1.30c., with several makers quoting 1.35c. for last 
quarter. Some former users of steel bars are now 
taking iron bars, as they can get better deliveries and 
prices are slightly lower. The new demand for com- 
mon iron bars, and also for steel] reinforcing bars, is 
much more active and prices are getting better. 

We quote steel bars at 1.30c. for third quarter. We quote 
common iron bars at 1.25c. to 1.30c., and test iron bars at 
1.35c., f.o.b. Pittsburgh. 

TIN PLATE.—The domestic demand for tin plate is 
dull and only for small lots, but there is a continued 
heavy export demand for shipment to Asia, South 
America, also to India, China and Japan. One lead- 
ing maker has made two or three very large shipments 
of tin plate to South America and to India. Specifica- 
tions against contracts are not as active as some time 
ago, but they usually show a falling off in July, and 
this year is no exception. On the small domestic orders 
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being placed mills are still quoting $3.10 to $3.25, de- 
pending on the order. 

We quote 100-lb. coke plates at $3.10 to $3.25 per base box, 
depending on the order 


We quote i00-lIb. nae plates at $3.15 per base box, f.o.b. 
Pittsburgh. 


SHEETS.—There is an enormously heavy demand for 
blue annealed and special grades of sheets used for 
automobiles and stamping purposes. Some sheet mills 
report that their trade in special grade sheets used 
in building automobiles is more than double this year 
over last. The new demand for black and galvanized 
sheets is only fairly active, but prices on black sheets 
are decidedly firmer and are now 1.80c. minimum, 
f.o.b. Pittsburgh, with some of the larger makers hold- 
ing at 1.85¢c. minimum. There is still a wide range in 
prices being quoted on galvanized sheets, ranging from 
4c. to 4.50c. Sheet mills are running to greater capacity 
and on the average are operating to from 80 to 85 per 
cent, and a few of the larger mills running to 100 per 
cent. Shipments are heavier and the outlook for the 
sheet trade is regarded as very bright. 


SHEETS.—Makers’ prices for mill shipment on sheets 
of U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 


date of invoice. 
Blue Annealed Sheets 


Cents per lb. 
Ss RU i Sg 1.30 to 1.35 
ee ke ae 1.35 to 1.40 
a eS eee 1.40 to 1.45 
NE OE Re agree ake eee eae 1.50 to 1.55 
UI Ms tS a i SB Ul 1.60 to 1.65 


Box Annealed Sheets, Cold Rolled 
Cents per lb. 


Ce Td ak 2 1.40 to 1.45 
I, Re rr hl ee eee ea Ea eke 1.40 to 1.45 
I I I ea i ES oe 1.45 to 1.50 
I eg Na 1.50 to 1.55 
ee OE eS cs 2 as we ba oe aK cs oe we wet 1.55 to 1.60 
2” EPS e pee cane eee ale a 1.60 to 1.65 
I a i 1.65 to 1.70 
oe ie ree i eke er ee 1.70 to 1.75 
EER IES pee nee Serle a Skea eens eRe Sead Deere” 1.75 to 1.80 
I al a ee i oe et ok a 1.80 to 1.85 
I SE PS Se 1 RS A NO A ove 1.90 to 1.95 


Galvanized Sheets of Black Sheet Gage 
_ per lb. 


nr: i MN TEs a's da eke eee ee oe eeeee ken 3.00 to 3.50 
a a i a ae 3.10 to 3.60 
ee 3.10 to 3.60 
ey col i Oe Oe kad baw ao eee 3.20 to 3.70 
3 A a teal a 3.35 to 3.85 
I I aeons Se nhc a 3.55 to 4.05 
et EU es gg Sp Se we ees een eeetia es 3.70 to 4.20 
NS RS apc re ate ee Say ae oy OP EER Yr ae 3.85 to 4.35 
a ae a ae ed 4.00 to 4.50 
I a ee i Se ie plan a 4.75 
I a a ih re a eer NE 2 5.00 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12to18 
a | 15 0.1 .05 
nc amp ne Whos Ss ke Oe 0.25 0.15 0.10 

Forming 
2, 236, 3 and 5 in. corru- 

Paes eke eter Se ah aie 0.05 0.05 0.05 0.05 
2, yy ‘orien without sticks 0.05 0.05 0.05 pore 
4 to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, stardard seam, 
ara 0.15 0.15 
Plain roll roofing, with or 
WRG, . ORD % bv vcc ven vs 0.15 0.15 0.15 
3/15 in. crimped .......... 0.20 0.20 0.20 
Weatherboard siding ..... .... 0.25 0.25 
eee 0.25 0.25 
Rock face brick and stone 
ES oe WG a a a ee ge te 0.25 0.25 
Roll and cap roofing with 
caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 
De le ie aie bite & 0.25 0.25 
Ridge roll and flashing 
(plain or corrugated).... .... 0.65 0.65 0.65 


BoILeR TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
July 16, 1915: 


fn en Steel Standard Charcoal Iron 
50 


5 or” ts SA re 1% — a os dies ctw ews 
+g -sglakanephabete ait RE 2 gia eatepea pia 47 
2% to Fo, REE Pre 66 28 ane i PARI A rigid 54 
ee ees 71 | 38 and 3% Le CN ee eae 
3% and 4% in.......... 72 | 3% and 1% NTE Aik 60 
KES PAS err ar ae SB & 8 xk See ee 54 
7 OO. 38 Biko iwksa ee kas ss 62 | 


Locomotive and steamship special charcoal grades bring 
higher price. 

1% in., over 18 ft., 10 per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 
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Nuts, BoLts AND RIvets.—The market on these 
products continues very firm, and the demand is good, 
the large consumers that covered some time ago on 
contracts, specifying very freely. It is expected that 
this week there will be a further advance in prices of 
bolts. Buttonhead structural rivets are very firm at 
$1.50 to $1.60, and conehead boiler rivets at $1.60 to 
$1.70 per 100 lb. in carload lots, f.o.b. Pittsburgh, 
makers charging 5c. to 10c. advance on smaller lots. 
Discounts to the large trade, which are very firm, are as 
follows: 


U. 8. 8S. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 


% in. and smaller hex............... 7.4c. per Ib. off 

pe S: § MOR ease ees 6.9c. per Ib. off 

eS See EE, 94. Si wv oo a ch ord 4.5c. per lb. off 
 Semi-Finished Tapped 

ee a 8 ee err ee 85-10-5 off 

ee Me: I Is 6 "aS 5 ic wd ose ane-e' 6 abn are 85-5 off 

Black Bulk Rivets 

7/16 x 6%, smaller and shorter.......... 80-10-5 off 
Package Rivets, 1000 Pcs. 

Black, metallic tinned and tin plated... .75-10-10 off 


Discounts on bolts as recently adopted are as follows: 


Common carriage bolts, % x 6, S. & S. rolled, 75-10-10; cut, 
75-10-5; larger or longer, 75-5. Machine bolts, h. p. nuts, 

4, 8S. & S. rolled, 75-2/10-5: cut, 75-2/10; larger or longer, 
5-5. Machine bolts with C. P. & C. & T. nuts, % x 4, 5S. & S., 
5-10; larger or longer, 75. Bolts without nuts, 6 in. and 
shorter, extra 10 per cent; longer lengths, extra 5 per cent. 
G. P. coach screws, 75-2/10-5. Nuts, blank or tapped, h. p. 
square, 6.20; hexagon, 7.00. 


WROUGHT PIPE.—A project is under way for piping 
natural gas from West Virginia to Baltimore, and it 
is believed that in a short time contracts will be placed 
for two gas pipe lines, 18 in. in diameter, and about 
220 miles in length to pipe gas from the West Virginia 
fields into Baltimore. The demand for merchant pipe 
is only fairly active and for oil country goods continues 
dull. The demand for the latter is expected to show 
improvement in the near future, as prices of crude 
and refined oil have been advancing. The following 
are the jobbers’ carload discounts on the Pittsburgh 
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Office of HARDWARE AGE, 
New York, Aug. 7, 1915. 


N mercantile business, specifications in this market 
are a little better and customers all want very 
prompt shipments. The tool trade still lags, but on 
certain lines where prices are stiffening, there is a 
more perceptible inclination to cover wants. Current 
business in such goods as wire netting and fencing 
has tapered off as the season has ended, and because 
of the great increase in the cost of galvanizing 
material, there will be much less likelihood of orders 
being placed early in any of the lines involving spelter, 
copper, zinc or the alloy brass which consists of copper 
and spelter. 

The trade must keep in mind the greatly enhanced 
costs of all goods based on copper and spelter in any 
form. The vice-president of one large company using 
considerable quantities of spelter for galvanizing 
purposes stated two months ago that what had cost 
them twelve months previously $2500 per carload 
was then $14,000 for the same quantity and quality. 
Therefore it requires no imagination to comprehend 
that any products requiring these components must be 
radically affected in proportion to the amount used in 
an article and the ratio of labor cost, little or much, 
in manufacture. 

With the cessation of war, spelter will undoubtedly 
tumble and whenever the end of the struggle can be 
determined the trade will be in a better position to gage 
the market in these commodities. 

General conditions are regarded as favorable with 
fairly good prices prevailing, without immediate 
indications of an up or down movement, which is 
especially applicable to seasonable goods applying to 
the oncoming season. These views are based on 
manufacturers’ experiences. 

Pick-up business is not as good in metropolitan 
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basing card in effect from June 17, 1915, all full 
weight: 





Butt Weld 

Steel Iron 
Inches Black Galv. Inches Black Galv. 
le, %& and &... 72 40% Mi GOOG Gis cesws 64 31 
De «its awe orks 7 53% , ee rerere er 64 31 
, ag A eee es 79 57% SE ore a 68 41 
% to 2% ...... 71 46 

Lap Weld 
a te a ree 76 54% tS eae Pe 30 
Ue A Re wis & oo 78 56 SO ays ace ewer 66 41 
6 &- "Aree 7 5414 Beers Sire 67 43 
Se OG BG sie ks o's 62%... Bae’ OO G3 644. ie 69 46 
Be ee Ss hen nas 60 2 eee 69 46 
2 &£. Srey 67 46 
Reamed and Drifted 

ss 2s ee 77 551% 1 to 1%, butt... 69 44 
SS peers 74 521 i eee 69 44 
2% to 6, lap.... 76 541 i” Ee re 53 28 
, Cy eA 64 39 
es Pies aha kee 65 41 
: 214 to 4, lap.... 67 44 

Butt Weld, extra strong, plain ends 
%, % and %.... 67 43 BG Tk back au Ma Ohare 61 37 
er a as 72 52% . renner 66 15 
ae LO Rep ae 76 56 , oS ’ See 70 47 
5 Yr ren eT 77 57 le 2, We ise a wans OR 48 

Lap Weld, extra strong, plain ends 
eS ee 73 51% ot a a ills he aie aa 65 42 
> &. S&S Moree 75 _. BS eter reer 67 43 
|) Sf 2 See 74 52 | ee  eeepar 69 46 
a 2 SRR er eey 68 46 | SS 2 ae 68 45 
D Oe Bs cee 63 st Clk eee ere 61 40 
bY Ce sos 0 ea 56 35 

Butt Weld, double extra strong, plain ends 
Md «own ee wee ales 62 42% ee 56 34 
. 2 Set Saaeee 65 45% 8S 2) are 59 37 
2S |” eee 67 47% 7 Gee: Babs... 61 39 
Lap Weld, double extra strong, plain ends 

| A rea 63 43% Ry in Acid, eta by cheek aie ae 57 34 
gk 65 45% >, 2 2 rae 59 39 
i A 2 Se 64 44% (BANS oe 58 38 
bk eRe 58 3614 <i 51 2 
To the large jobbing trade an additional 5 per cent is 


allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 





terliiory, where buying is of hand-to-mouth order and 
little is being taken into stock, but that condition is an 
old one as the larger manufacturers usually carry 
stocks in New York from which the trade, jobber and 
retailer, can readily draw. Some of the large manu- 
facturers are keeping their stocks pretty full and well 
assorted so that if business brightens up they can fill 
orders promptly. Just at present, however, there will 
be a good mail business from several hundred miles 
away for two or three days and then it ceases for a 
time without apparent reason. 

As usual whenever there is a prospect of an 
advancing market there is most inclination to buy the 
tonnage goods, for example, picks, mattocks, crowbars, 
wrenches or any type of merchandise where there is 
relatively much matgrial and little labor. On the con- 
trary, where material is little in proportion and labor 
cost large, buyers’ will take more time in supplying 
themselves. To illustrate, quoting an exaggerated 
case but which involves the same principles, a governor 
of Virginia once said a bale of cotton could be made 
into a half million dollars’ worth of goods, say laces 
or tapestries and a pound of steel into $10,000 worth 
of watch hair-springs. In such cases the cost of 
material would be practically nil. 

There is a stiffer tone to the raw and semi-finished 
material market and where manufacturers two months 
ago would get wants executed on demand, they now 
wait four to six weeks. 

There has been a hardening in auger bit prices 
which have been exceptionally low, so low that makers 
are tired of them, especially as the raw material costs 
more. Some makers have already advanced them 5 to 
10 per cent. 

Bells, including trip gongs, locomotive gongs, tea 
and other bells were advanced variously 5, 7% and 
10 per cent late in July, but hand bells are unchanged 
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as they were listed in the spring. Bright wire goods 
are well maintained at about 10 per cent more, which 
was added the last week in July. 

WIRE NAILS.—This department of trade is still being 
conducted on about the same level, without change in 
the general market except that the mills show more 
interest in getting full base prices, which indicates 
a tightening in price and fewer irregularities or 
concessions to attract business. Then again, buyers 
are not saying so much about what they can get in 
price, confidentially, and unless their views are met 
will purchase elsewhere. If a merchant needs goods 
and obtains quotations the jobber usually gets the 
order at once without dickering. 


Wire nails, out of store, taken away by the purchaser, are 
based on $1.90 per keg, and when delivered by the jobber are 
$1.95 per keg. 


CuT NaiLts.—This trade is fairly good although 
orders are small, but coming in right along they really 
look better for the month than by the day or week. 

Out of store, without delivery, cut nails are $1.90 per keg 
= and when delivered by jobber are based on $1.95 per 

LINSEED O1IL.—Linseed oil is practically on the same 
basis as a week ago, although the consumption so far 
as it is utilized in painting shows a slackening tend- 
ency, notwithstanding that now is the best season of 
the year for out-of-door work. The flaxseed crop con- 
ditions in the Northwest continue to be favorably re- 
ported, which naturally serves to depress prices for oil; 
because of the present prospects of an excellent harvest. 
If there is enough warm weather to mature it before 
a comes, there are fine indications of an excellent 
yield. 


Linseed oil, raw, city brands, in 5 or more bbl. is 54c., and 
less than 5 bbl. 55c. per gal. 

State and Western oil, raw, in less than carloads, ranges 
from 51 to 52c. and in carloads at 49 to 50c. per gal., accord- 
ing to seller. 


Rorpe.—The situation in rope circles is practically 
the same as for some time past, with indications of 
higher prices for Manila hemp. Raw Mexican sisal 
is also very uncertain and almost 100 per cent in price 
above the normal of years back before war in Mexico. 
Manufacturers are chary of accepting business requir- 
ing sisal material in manufacture beyond what they 
know, from actual possession in unmanufactured form, 
they can furnish. The main business now for fall will 
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Office of HARDWARE AGE, 

Cincinnati, Aug. 9, 1915. 
EPORTS from both wholesale and retail merchants 
agree that there is a gradual improvement in busi- 
ness, but with few exceptions it is not up to last year’s 
record at this time. However, one encouraging feature 
is the fairly prompt payment of bills by charge custom- 

ers, which is quite a change from last year’s reports. 

The comparatively wet spring and summer season has 
cut off the demand for garden hose, and many dealers, 
including those in the suburbs, have larger stocks on 
hand than at any previous time. Builders’ hardware has 
aiso been very slow, but lately there is a better call for 
goods such as door locks, hinges, etc.,-for use in resi- 
dences. Factory construction is almost at a standstill 
at the present time, as all of the local machine-tool 
builders are too busy to make extensions, while other fac- 
tories as a rule have not enough business on hand to jus- 
tify them in adding to their manufacturing facilities. 

There has been almost an unprecedented demand from 
the machine-tool plants for machinists’ tools of all 
kinds. Firms handling drilis and high-speed cutting 
tools are doing a phenomenal business. On account of 
the scarcity of tungsten the price of high-speed steel 
has been advanced four times within the past thirty 
days, and it is predicted that higher prices will prevail 
later on. At the present time a number of manufac- 
turers are quoting high-speed steel at $1.15 per pound 
as against 70c. about six weeks ago. 

Contrary to the predictions of hardware merchants 
the supply of cheap foreign cutlery does not seem to 
have been cut off to any extent on account of the war. 
However, it is stated that importers laid in large stocks 
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depend in considerable measure on the Great Lakes 
trade, which a late winter would increase and early 
cold weather curtail. Of course the ocean is always 
navigable and business in this line is steady except 
that the decrease in ocean tonnage means a propor- 
tionate diminution in the demand for rope. 


Prices are on the same basis as they have been with first 
grade Manila rope at 14c. base per lb. from jobbers. 

NAVAL STORES.—In metropolitan territory the mar- 
ket for naval stores is uneventful and dull, quotations 
ruling moderately steady. Consumers are specifying 
for actual necessities only and the entire business is 
but fair. Receipts of turpentine in Savannah are light 
but with sales perceptibly better. 

Turpentine, spot, is quoted at 42c. per gal., with sales from 
hand to mouth only. 

a have been a little firmer but unchanged as to quo- 

Common to good strained, in yard, on the basis of 260 Ib. 
per bbl. is $3.25, and D grade $3.45 per bbl. 

WINDOW GLASs.—The trade in window glass is much 
quieter than usual, even during midsummer, and likely 
to so continue at least until fall. The demand from 
builders is very light and there are slight prospects of 
any material improvement in the near future. Of 
foreign made window glass there is next to nothing 
being imported, although there may be a little for 
photographers’ dry plates, of high grade, going to 
Rochester and other photographic centers. The Pil- 
kington’s at St. Helen’s, England, reputed to be the 
largest single foreign producers of glass, are shipping 
practically nothing to the U. S. A., and importers 
scarcely even hear from them; this establishment 
having it is estimated about a third of its 10,000 
employees in the British army. The architects likewise 
do not seem to have a clear conception of what trade 
will develop in the fall from present prospects. 

Window glass, AA and A grade, single and double thick, is 
90 per cent, B quality 90 and 10 to 90 and 15 per cent for 
single thick and 90 and 15 to 90 and 20 per cent discount on 
double thick from jobbers’ lists. 

FISHING TACKLE.—The Horrocks-Ibbotson Company, 
Utica, N. Y., announces that owing to the continued ad- 
vance in price of raw materials, the company has been 
obliged to withdraw all prices on fishing tackle. New 
prices on application will be figured as close as pos- 
sible. 
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last year before shipments were stopped, and while quo- 
tations have advanced to some extent the difference does 
not seem to have been enough to advance the retail 
prices. 

The local wholesale warehouse price on barb wire is 
2.70c. a pound, and wire nails from jobbers’ stocks are 
around $1.80 to $1.85 per keg base. There is not much 
buying for future delivery, but taken as a whole the to- 
tal business booked up until Aug. 1 will compare very 
favorably with last year’s record. 


In spite of the rather quiet building season makers 
of paint report that business so far this year is fairly 
satisfactory. This is somewhat of a surprise, as dur- 
ing the early months of the year very little business in 
paint was reported, due both to the uncertain business 
conditions as well as to the unfavorable weather. 


Dealers in suburban districts who handle automobile 
supplies state that this branch of the business has been 
very profitable, and that they are anticipating a very 
brisk business during the remainder of the summer and 
in the fall. Quite a number of hardware merchants who 
formerly did not handle automobile specialties are now 
adding this line. This applies especially to country 
merchants. 

The galvanized sheet-metal situation is unchanged, 
with the exception of a slight weakening in prices, and 
No. 28 sheets are now quoted on a basis of 4.25c., Pitts- 
burgh. The local jobbers’ quotation is unchanged at 
4.50c., Cincinnati. The rolling mills have not been en- 
tirely successful in their campaign for the substitution 
of a heavier gage of black sheets in place of the galvan- 
ized product. 
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Patterns for tees in round pipe 


HIS is an example of a smaller pipe intersect- 
‘i ing a larger pipe at right angles, and in which 
the former is located to one side of the ver- 

tical center line in the end elevation. In Fig. 5 is 
illustrated the four examples that are covered by 
this problem. Here one of the pipes is equal in 
diameter to the half diameter of the large pipe that 
it intersects, and one of its outlines is tangent to 
the large pipe and the opposite outline coincides 
with the vertical center line. The next smaller pipe 
has one outline tangent and the other outline is re- 
moved from the center line. The third size has one 
outline coinciding with the center line and the other 
outline intersects the large pipe at whatever point 
its diameter will determine. The smallest pipe is 
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an intersection between the center line and the out- 
line of the large pipe. The patterns are all de- 
veloped in the same way, there being no material 
difference in the method. 

Construct the outline of the end elevation, and on 
the extended center line of the smaller pipe describe 
the profile of this pipe, as at A, and as the fitting 
can be divided into two similar parts that are right 
and left to each other, as shown in Fig. 2, it will 
only be necessary to space half of the profile into a 
number of equal spaces, although the entire profile 
is spaced and numbered in the drawing. From the 
points draw lines, parallel with the center line, to 
intersect the large circle or the end view of the 
large pipe, and these intersections will be the miter 
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points between the two parts, as 10, 9-11, 8-12, etc. 
At right angles to the center line 1’-1 draw a line 
and on it place the spaces in half of the profile A, 
if a half pattern is to be developed, or twice the 
spaces in half of the profile A if the full pattern is 
wanted, and from the points draw indefinite lines. 
At right angles and to these lines project the miter 
points in Fig. 1, of corresponding numbers, as shown 
in Fig. 3. Point 9 in Fig. 1 is projected to the line 
from point 9’ in Fig. 3, point 10 to the line from 10’, 
etc. Connecting the intersections will produce the 
net half pattern, as in Fig. 3. 

The opening in the pattern for the large pipe is 
the only difficult part of developing this pattern, and 
it can be done by transferring lengths, but the meth- 
ods of projections are here used. The side eleva- 
tion is not necessary and is here presented so that 
the student will become familiar with the method, 
as it will be necessary in a future problem where the 
branch is at angles other than a right angle to the 
large pipe. At one side of Fig. 1 duplicate the pro- 
file A as shown at B, and space it into the same 
number of equal spaces, and from the points draw 
lines that are parallel with the center line of the 
branch in the end elevation to intersect lines drawn 
at right angles to this same center line from the 
miter points in Fig. 1, locating at the intersections 
the miter points in the side elevation. Connecting 
the points will result in the miter line in the side 
elevation. 

Fig. 1 shows that from 4 to 10 is the amount of 
the circumference of the large pipe’ that is inter- 
sected, and this line corresponds to 4-10, as well as 
to the points on the miter line 10-7-4 or 10-1-4 in 
the side elevation. Continue the center line 10’-4’ 
in Fig. 2, and place on it the spaces on the are, or 
the distances that the miter points are apart on the 
miter line 4-10 in Fig. 1, and through the points 
draw indefinite lines, as in Fig. 4. To these lines 
project parallel with the center line the miter points 
in the side elevation. As to the line passing through 
9-11 in Fig. 4, project the miter points 9 and 11, to 
the line through 8-12 the miter points 8 and 12, etc. 
Connecting the intersections will produce the net 
opening in the main pipe, as shown in Fig 4. It 
will be seen that the points or intersections in Fig. 
4 can as well be projected from a profile as from the 
miter points, as the lengths 9’-11', 8’-12’, etc., cor- 
respond to similar lengths in the profile. All then 
that is necessary to develop the opening is to place 
on any straight line, apart from the rest of the 
drawing, the spaces on the are 10-4 in Fig. 1, and 
through the points draw perpendicular lines. Then 
transfer to these lines, measuring on each side of 
the straight line first drawn, the half corresponding 
lengths in the profile. 

In light material the seams of the pieces are 
grooved, a section of the seam being shown in Fig. 
6. In heavy material the seams are a riveted lap 
seam. The joint between the pieces can be made 
in several ways, and here is shown that the smaller 
pipe is flanged and riveted to the larger, a section 
at 10 being shown at X and a section at 4 being 
shown at Z. 


E. J. BECKER, secretary of the H. Belmer Company, 
Cincinnati, Ohio, also secretary of the Hardware Club 
of Cincinnati, returned last week from a six weeks’ 
business trip through the South. He reports conditions 
in the South as being on the mend, although the im- 
provement is gradual. However, he predicts that when 


normal business is resumed the hardware merchants in 
that section of the country will place some very large 
orders, as they have for some time been letting their 
stocks run very low and are now buying on a hand-to- 
mouth basis. 
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New Trade in the Far East 


pH VALK, merchandise broker, is the purchas- 
ing agent for Dutch and Dutch East Indian 
houses trading with the British East Indies, Gulf 
of Aden and the east coast of Africa. He repre- 
sents the Holland-Bombay Trading Company, Am- 
sterdam, Holland, and Schuurman & Dejong, also 
in Amsterdam, Holland. Mr. Valk’s address is 51 
North Third Street, Newark, N. J. 

Owing to the changes caused by the war in Eu- 
rope these countries are seeking a larger proportion 
of supplies from the U. S. A. than was true a year 
ago, while much of it doubtless is entirely new 
business. 


A PRAYER 


POWERS that be, make me sufficient to my own 
occasions. 

Teach me to know and to observe the Rules of 
the Game. 

Give me to mind my own business at all times, 
and to lose no good opportunity of holding my 
tongue. 

Help me not to cry for the moon, or over spilled 
milk. 

Grant me neither to proffer nor to welcome cheap 
praise; to distinguish sharply between sentiment 
and sentimentality, cleaving to the one and despis- 
ing the other. 

When it is appointed for me to suffer, let me, so 
far as may humanly be possible, take example from 
the dear, well-bred beasts, and go quietly, to bear 
my suffering by myself. 

Give me to be always a good comrade, and to 
view the passing show with an eye constantly grow- 
ing keener, a charity broadening and deepening day 
by day. 

Help me to win, if win I may; but—and this, O 
Powers! especially—if I may not win, make me a 
good loser.—Amen.—Robert Frothingham.—Ex- 
change. 


Monograph on European Commer- 
cial Law - 


HE attention of Americans having business 
dealings with the countries of Western Europe 
is directed to a new monograph on European com- 
mercial law just issued by the Bureau of Foreign 
and Domestic Commerce, Department of Commerce, 
Washington, D. C., entitled: “Commercial Laws of 
England, Scotland, Germany and France.” This 
will be known as No. 97, Special Agent Series, 15 
cents per copy. 

This publication is the work of Commercial 
Agent Archibald J. Wolfe, in collaboration with 
Edwin N. Borchard, Law Librarian of the Library 
of Congress, special attention having been given to 
the jurisdiction of the various courts, lawyers and 
their fees, costs, chattel mortgages, attachments, 
powers of attorney, bankruptcy laws, and laws re- 
lating to unfair competition and trusts. 


ALBERT BOEBINGER, chairman, of Cincinnati, Ohio, 
W. L. Millikan and W. L. Jacobs of Columbus, com- 
prising the exhibit committee of the Ohio Hardware 
Association, accompanied James B. Carson of Dayton, 
secretary of the association, to Cleveland last week for 
a conference with the Cleveland Hardware Association. 
The object of the visit was to formulate plans for the 
entertainment of the Ohio Hardware Association that 
will meet in Cleveland February next. 
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The New Stanley 
Lever Mortise Bolt 


To a line which includes the 
widest range we have added 
this new Lever Mortise Bolt in 
three sizes, 12, 18 and 24 inch. 
There is a growing demand for 
flush bolts on new and old build- 
ings of all kinds and classes. Are 
you prepared to supply that 
demand? Do you carry a line of 
Stanley goods in sufficient variety 
to offer customers more than a few 
models from which to choose? 


If those doubtful customers had 
a chance to see this new No. 385 
with its highly polished and finished 
plate, you would have another 
Stanley convert. 


Bolt has 34-inch throw. The 
rod may be unscrewed from the 
lever plate at the sleeve near the 
offset and from the square bolt, to 
obtain larger throw. The springs 
are made of the best grade of piano 
wire. 


Packed one in a box, with strike 
and guide-plate and | x 8” screws 
to match finish. Six boxes to the 
carton. 





Ask your jobber. 


Cut of 12-inch 
About half size. 























NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Shick” All Steel Fireproof 
Baler 


The Davenport Mfg. Company, De- 
partment H, Davenport, Iowa, has 
brought out the “Shick” all-steel fire- 

-proof baler, which is shown in the 
accompanying illustration. This is 
a machine for baling waste paper, 
such as accumulates in the home and 
in all stores, office buildings and mer- 
cantile establishments. 

Besides being an attractive source 

: of revenue, the baling of paper great- 
‘ly reduces the fire hazard, which is 
‘always an important factor where 
there are quantities of loose paper. 
-Baled paper also takes up relatively 
_ but little space. 
The “Shick” balers are made in four 
' different sizes. This baler is of the 
open top construction, affording an 
' aperture for the quick and easy throw- 
“ing in of paper. The entire mechan- 
‘ism is hinged back, giving ample 








The Hinman milker in operation 


The Hinman Milker 


The Hinman Milking Machine Com- 


Meriden Knife Cleaning 
Powder 
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_space for baling, and the press is 
| thoroughly braced. 


A wide swing door, which opens 
fully, gives ample space for removing 


the bale. All of the working parts of 


the baler are of crucible steel, case 

















New “Shick” paper baler, placed on the 


market by the Davenport Mfg. Company 


hardened, insuring a good, tight pres- 
sure without danger of breakage. 
The Davenport Mfg. Company has 
published a book on the subject of 
paper disposal which it will be glad 
to send to anyone interested in this 
subject. This is known as booklet 
shy 


THE CENTURY CAMERA DIVISION, 
Eastman Kodak Company, Rochester, 
N. Y.,is distributing a thirty-six-page 
illustrated catalog entitled: “The Cir- 
kut Camera and Its Uses.” This 
pamphlet is devoted entirely to this 
type of camera and is crowded with a 
wealth of detail of interest to people 
having use for cameras of this de- 
scription. 


pany, Oneida, N. Y., is manufacturing 
the Hinman milker, which is equipped 
with a drive rod system which is 
claimed by the company to be an 
original and exclusive feature of this 
device. The drive rod is made of 
wood, 1% in. sq. It runs the length 
of the stanchions and is held in place 
by steel guides. This rod operates 
back and forth with a 15-in. stroke. 

The company claims that the milker 
is practically noiseless, and that it 
runs smoothly and without vibration, 
requiring but little power. The sec- 
tions are bolted together by the use 
of bevel splices and run easily up to 
150 ft. in length. The power is trans- 
mitted to the drive rod and shafting 
by a crank and pitman on the same 
principle as the mowing machine. The 
shafting is the steel bar that conveys 
the power from the engine or motor 
into the stable. 

To put the machine at work, the 
pail and pump are carried between 
the cows to be milked, the pail placed 
near the stanchions and the pump 
base slide on a steel pin which pro- 
jects from the stanchions above the 
drive rod. The pump barrel rests 
parallel with the rod and just above it. 

The hook on the end of the pump 
piston is dropped into a casting which 
automatically hooks the piston to the 
drive rod. On each outward stroke 
of the pump piston a partial vacuum 
is produced and transmitted through 
the rubber hose and valve chamber 
into the teat cups. The Hinman ma- 
chine does not produce a vacuum in 
the pail. Each machine will milk from 
7 to 9 cows per hour under ordinary 
conditions. It is stated that, as the 
average man can easily attend to at 
least 3 machines, the Hinman system 
enables him to milk from 20 to 25 
cows per hour and at the same time 
keep a record of the milk production. 


76 


The Meriden Cutlery Company, 
Meriden, Conn., is placing on the mar- 
ket a compound for keeping unplated 
steel knives bright, which is styled 
the Meriden knife cleaning powder. 
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A package of the Meriden knife cleaning 
powder 


The company states that this powder 
was brought out to fill the demand for 
a product which would keep unplated 
cutlery in a clean and sanitary con- 
dition. 

It is claimed that if unplated cut- 
lery is thoroughly dried after using, 
to prevent rust, and cleaned with this 
powder frequently, that it will be kept 
in good condition. A small quantity 
of the powder is placed on a damp 
cloth and the knife blade rubbed 
briskly. In doing this the blade should 
be placed on some flat surface to save 
unnecessary strain. To produce the 
best results, knives should always be 
cleaned after using. 
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Three New Coldwell Motor 
Lawn Mowers 


The Coldwell Lawn Mower Com- 
pany, Newburgh, N. Y., has added to 
its extensive line three new motor 
lawn mowers, which are known as 
models F, G and H. These mowers 
are equipped with the company’s 
patented demountable cutter unit. 
This consists of a small frame carry- 
ing simply the revolving cutter, the 
stationary knives and their adjust- 
ments, and it is made to set in the 
main frame of the machine, which 
carries the propelling parts. The 
cutter unit is carried between the 
sides of the main frame on the front 
ends of the steering handle irons, and 
can be raised and lowered at will by 
the operator without disturbing any 
other part of the machine. 

The model F lawn mower cuts a 
40-in. swath, and speeds up to 4 
miles per hour. It will operate on 
25 per cent grades. The bearings are 
all bronze. The machine has a direct 
chain drive forward and a planetary 
system for reverse. All bearings 
have direct lubrication from either oil 
or grease cups. The model F weighs 
1000 lb. The operating handles are 
used not only for guiding the ma- 
chine but for raising and lowering 
the cutter unit to avoid obstacles. A 
sweeping device can be substituted 
for the cutting mechanism in less 
than five minutes. 

The model G lawn mower cuts a 
35-in. swath and the model H cuts a 
swath of 30 in. The speed is the 
same as the model F, and they will 
operate on the same grades. Model G 
weighs 650 lb., and model H weighs 
500 Ib. 


The “Pflueger-Burlie” 
Spoon 


The Enterprise Mfg. Company, 
Akron, Ohio, is manufacturing the 
“Pflueger-Burlie” spoon, which the 
company claims to be exceptionally 
effective in fishing for muskallonge, 
black bass, pike, and pickerel. The 
company states that the “Pfiueger- 
Burlie” spoon is a combination of the 
merits of the company’s “Pflueger- 
Kawartha” and “Pflueger-Monogram” 
spoons. 

This bait is mounted on a strong 
brass wire shaft, which is linked in 
the middle to avoid bending when it 
is struck by a fish. The special treble 
hooks have out points, which are 
claimed to be the most effective for 
setting the hook when striking. 
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The new model F Coldwell motor lawn mower is shown at the left, equipped with the 
company’s sweeping device; the right-hand view shows the model G mower 


These hooks are properly tempered 
and heavily feathered. The spoon 
blades are connected to the shaft 
with the company’s patented forged 
reversible hinge lug, insuring dura- 
bility and the free spinning of the 
blades. 


V-Shaped, Agate Bearing 
Trip Seale 


Jacobs Brothers, 78 Warren Street, 
New York City, are the manufac- 
turers of the “J-B” v-shaped, agate 
bearing scales, which are shown in 
the accompanying illustration 
equipped with hardened steel knife- 

















The “J-B” v-shaped, agate bearing scale 


edge pivots. The manufacturers 
claim some decided advantages for 
the agate bearing scale. The agate 
is stated to be nearly as hard as a 
diamond, which makes it impossible 
for it to wear out or to get out of 
order, and, in addition to this, the 
surface is given a very high polish, 
which makes the scales extremely sen- 
sitive and without any friction. In 
addition to the agate bearings there 
are polished steel plates for the side 
bearing of the knife-edge pivot pins. 

The scales have rubber tips or 
cushions, which protect the scoop 
from becoming bent and also prevent 
it from sliding. The v-shaped bear- 
ing is protected from dust by a cap. 
This cap is not only a dust protector 

















The “Pflueger-Burlie” spoon 





but it also adds to the appearance of 
the scale. It is made of brass and 
finely nickel plated. 

These scales are fitted with special 
balance bars. These bars are made 
of the best round steel and the bear- 
ing points are all so shaped that fric- 
tion is very greatly reduced. All 
agate bearing scales are furnished 
with seamless. reinforced, nickel- 
plated scoops and each scale is also 
supplied with a set of nickel-plated 
weights. 

The manufacturers lay _ special 
stress upon the point that none of 
their scales give overweight. They 
comply with the laws governing scales 
and weights. The “J-B’” grocers’ 
scales are made with hardened steel 
pivots, which are sharpened to a fine 
knife edge. The bearings are made 
of hardened cast steel and are so 
shaped that the beam is held in a 
fixed position, no matter how roughly 
the scale may be handled. 

All of the “J-B” scales are finished 
very attractively. Besides scales, 
Jacobs Brothers’ line includes ball- 
bearing coffee mills, scoops, cheese 
and bread cutters, poppy seed mills, 
tea and coffee canisters, etc. 


“Oscillator” Vacuum 


Washer 


The Kiel Mfg. Company, Albert 


The 


Lea, Minn., has placed upon the 
market the “Oscillator” vacuum 
washer. In this washer the dasher 


oscillates on top of the clothes. When 
the dasher lifts out the water the 
vacuum chambers in the dasher fill 
with air and as it goes down into the 
water the air compresses and forces 
the water through the clothes. On 
the upward stroke the vacuum suc- 
tion draws it back, ete. 

The company states that the 
“Oscillator” will wash anything that 
can be washed with soap and water, 
and that it does this exceptionally 
clean and quickly, with little wear on 
the clothes. It is also claimed to be 
extremely easy to operate. 

The tub is made from carefully 
selected Louisiana cypress, a wood 
which will not rot. The tubs are 
assembled with 11 rods, without nails, 
and threaded on both ends to take up 
all shrinkage. The tub will not warp 
or fall to pieces when not in use. 

The wringer supplied with this 
washer can be set at the side of the 
tub in front of the operator, making 
it easy to feed the wringer with either 
hand or both. The wringers have 
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SUGGESTION 
The Keynote of True Salesmanship 
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Warren Fixtures by their splendid ability to 
properly display the stock constantly sug- 
gest the wisdom of many purchases which 
otherwise would not be made. 


It has truly been said that the store that 


99 « 


‘‘Earns’ is the store that “Turns” — 


Give Warren Fixtures a chance and 
they will help you turn your stock 
many times a year. 








J. D. WARREN MFG. COMPANY 


503 Masonic Temple, Chicago 


Eastern Display Room 
253 Broadway, New York Catalogs 65 and 212 


The Largest Manufacturers of Hardware Fixtures in the World 
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extra large sliding water boards so 
that in wringing from one tub to an- 
other they properly drain back into 

















The “Osciliator”’ vacuum washer 


the tub. They are stated to be safe 
because of the quick wringer release 
and instant foot and hand wringer 
control. 

With this washer is supplied a 
handsome folding bench holding two 
tubs and a clothes basket. The com- 
pany manufactures hand, combina- 
tion hand and power, electric and 
gasoline engine power machines. 


Buffalo Wire Settees and 
Chairs 


The Buffalo Wire Works Company, 
316-320 Terrace, Buffalo, N. Y., is 
manufacturing a line of wire settees 
and chairs under the trade name 
Buffalo. The wire chairs and settees 
are very substantially made and they 
are claimed by the company to be ex- 
ceptionally well designed. The con- 
struction is entirely of wrought iron 
and wire and they are light and 
strong. 

These chairs and_ settees are 
painted either in white or green and 
they are also baked after being 
painted, giving them an attractive 
and lasting finish. If desired, they 
may also be purchased in a galvan- 
ized finish, which makes them proof 
against rust. The name, in script, 
may be inserted at an additional 
charge of 75 cents each. 

The accompanying _ illustration 
shows the Buffalo No. 1 settee, which 
accommodates two persons. This 
style is priced at $12 each. The 
length of the seat is 45 in., and the 
settee weighs 40 lb. The company 
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One of the Buffalo wire settees 


also manufactures various other 
styles of settees selling at different 
prices. Two styles of wire chairs are 


included in the company’s line, an arm 
chair model and a plain chair. The 
arm chair sells for $7.50 while the 
plain chair is listed at $4.50. 


The O-So-Ezy Mop 


The O-So-Ezy Mop Company, 264- 
268 Jefferson Avenue, Detroit, Mich., 
is manufacturing the O-So-Ezy mops, 
which are a combination of two mops, 
one for polishing and the other for 
dusting. They are interchangeable on 
the same handle. The change may be 
made instantly without danger of the 
user soiling the hands or clothing. 

These mops are equipped with the 
O-So-Ezy mop lock. This is a feature 
upon which the company lays par- 
ticular emphasis. When the mop be- 
comes soiled it is taken off and it is 
then ready to be washed. When it 
wears out it can be replaced at a 
small cost. 

With the O-So-Ezy adjustable 
handle kneeling and stooping is elimi- 
nated. This feature enables the user 
to reach under radiators and all kinds 
of furniture. 

The company also manufactures the 

















The:O-So-Ezy mop and O-So-Ezy cedar 
oil polish 


O-So-Ezy cedar oil polish. The com- 
pany states that this polish is fra- 
grant with the perfume of cedar and 
that it gives new life to all kinds of 
furniture and woodwork. This polish 
is packed in large cans containing 
% pt., 1 pt., 1 qt. and % gal. re- 
spectively. 

The O-So-Ezy mops are packed 6, 
12 and 18 to the carton. They retail 
at $1.50 each. 


“Economy” Fence 


The Keystone Steel & Wire Com- 
pany, Peoria, Ill., is manufacturing 
the “Economy” fence, which is manu- 


factured in order to enable retail 


hardware merchants to meet mail 
order competition on lightweight 
goods. This fence is made in four 
heights—26, 32, 39 and 47 in. For 
the top and bottom of this fence No 11 
wire is used and No. 14 for the stays 
and strands. 

The “Economy” fence is made with 
locks which double-grip the stay wire 
to the strand wire. The crimp in the 
stay wire securely holds the strand 
wire in place. The strand wire is 
wavy. The waves in the strand wires, 
made during the weaving process, 
keep the fence tight and trim. It is 
stated that the “Economy” fence will 
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not bag in hot weather, as the tense, 
springy wires always hold the fence 
in place, giving against shocks or 
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A section of “Economy” fence 


strains and then springing back into 
position again. 

This fence is made with a one-piece 
stay wire. This resists bagging from 
the top or buckling up from the bot- 
tom. The company claims that this 
feature adds both to the appearance 
and to the life of the “Economy” 
fence, and also that this fence requires 
comparatively few posts. 


Aluminum Solder and Flux 


E. M. Dicks, Marion, Ohio, is 
placing upon the market Dicks’ alumi- 
num solder and fiux. The manufac- 
turer claims that this solder and flux 
flows easily and smoothly. It is 
guaranteed by the maker, who gives 
purchasers the privilege of returning 
it and getting their money back if it 
is not satisfactory. Dicks’ aluminum 
selder and flux is priced at $2 per 
package, containing one bar of solder 
and one bar of flux. 


Slaw and Vegetable Cutter 


The Bluffton Slaw Cutter Company, 
Biuffton, Ohio, has placed on the 
market the “Rapid” slaw and vege- 
table cutter, which cuts all kinds of 
vegetables, such as cabbage, potatoes, 
apples and onions with equal rapidity. 
The company states that with this 
cutter 10 gal. of kraut can be made 
in 1 hr. 

The knives of the cutter are hand- 
hammered, which gives an exception- 
ally hard temper and are guaranteed 
to remain sharp for five years. These 
cutters are made in three sizes, 
measuring 4% by 11 in., 4% by 10 in. 
and 5 by 11 in. They are made in 

















The “Rapid” slaw and vegetable cutter 


2l-gage steel, coated with block tin. 
The company states that they are 
rustproof. 
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The Nick of Time 


PEXTO chisels aren’t guaran- 
teed to rip siding off a barn or 
pry open window casings. 


But they do give the sharpest 
edge and the longest service and 
the least grinding to the man 
that uses them right. 


The Peck, Stow & Wilcox Company 


MFRS. Mechanics’ Hand Tools, Tinsmiths’ & 
Sheet Metal Workers’ Tools & Machines, 
Builders’ & General Hardware 


SOUTHINGTON, CONN. CLEVELAND, OHIO 


Pexto tools are equally pop- 
ular with householders and 
expert mechanics 

















THE LAW SAYS 
“You MUST Protect Yourself At Night” 





Practically every State Highway Law reads similar to this: 

“Every vehicle on wheels whether stationary or in motion, 
while upon any public street, avenue, highway, or bridge, shall 
have lights attached from one hour after sunset to one hour 
before sunrise, etc., etc.” 

REMEMBER that these laws apply to every Village, Town 
and City. 


Dietz Driving Lamps 


are therefore an absolute necessity. They not only comply with 
all requirements of the law but afford absolute safety to the 
traveler. The larger sized lamps like the “Octo” and “Union” 
give a remarkably bright light and will illuminate the roadway 
for a considerable distance on the darkest night. All are 
equipped with a large ruby rear danger signal. 








DIETZ “UNION” 


Dietz Driving Lamps are ready sellers and return excellent 
DRIVING LAMP profits. 


Your Jobber will be pleased to enter your order for an assort- 
ment. Eight styles to select from. 











R. E. DIETZ COMPANY NEW YORK, U.S. A. 


LARGEST MAKERS OF LANTERNS IN THE WORLD 
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“Corasco” Carbon Remover 


The Cortland Auto Supply Com- 
pany, 15 Railroad Street, Cortland, 
N. Y., is manufacturing the “Cor- 
asco” carbon remover, which the com- 
pany states effectually removes all 
carbon and gummy formations in the 
valves and compression chambers of 
an automobile motor. It is also 
pointed out by the company that this 
decomposer increases the life of the 
motor and allows it to run at full 
power capacity without developing 
pre-ignition knocks, which cause a 
loose and noisy motor. 

This compound will cause all car- 
bon formations in the compression 
chamber and the valve chamber to 
pass out through the muffler in fine 
grains so that they will not clog the 
valves in any way. It will also keep 
the piston rings, cylinder walls, valves 
and valve stems free from all gummy 
formation, thereby giving absolute 
compression and eliminating a large 
amount of friction, enabling the oil 
to give the best lubrication. This 
compound contains a chemical lubri- 
cant, that leaves an oily gloss on all 
polished parts, preventing friction 
and scored cylinder walls. — 


“SMS” 1916 Catalog of 
Automobile Supplies 


The Service Motor Supply Com- 
pany, Washington Boulevard and 
Desplaines Street, Chicago, IIl., has 
issued its new 1916 catalog of auto- 
mobile accessories and supplies, which 
was off the press July 26, 1915. This 
large and complete catalog of auto- 
mobile supplies is exclusively for 
dealers. It contains many new lines 
which ordinarily would not appear 
until next year. 

The company states that any deal- 
ers who are not on its mailing list 
may obtain copies of the catalog by 
writing to the company on their 
letterheads. It further suggests that 
even dealers who are not stocking 
automobile accessories should write 
for a copy of this booklet and examine 
it carefully. The established policy 
of this company is to deal only with 
legitimate dealers. No orders from 
consumers are filled. 


Gordon Robe for Radiator 
and Hood 


The J. P. Gordon Company, Colum- 
bus, Ohio, is manufacturing the Gor- 
don robe for the radiator ¢nd hood of 
an automobile. The company states 
that this robe keeps the heat uider 
the hood and allows the engine to cool 





Gordon robe for radiator and hood, show- 
ing curtain opened 


gradually in cold weather, as it will 
keep the water warm for several 
hours after the power is shut off, even 
in severe weather. 

When the car is standing the radi- 
ator curtain is closed to hold in all 
of the heat. When the engine is run- 
ning the radiator curtain can be 
wholly or partly opened to suit the 
weather conditions. In freezing 
weather the radiator curtain is en- 
tirely open. The company states that 
this curtain does not interfere with 
the raising or lowering of the hood. 


The Korine Carbon Remover 


The Korine Carbon Remover Com- 
pany, 136 Federal Street, Boston, 
Mass., is manufacturing the Korine 
carbon remover, which is stated to be 
absolutely guaranteed to be free from 
acid and grit and any substances that 
would be injurious to a motor. This 
product is put up in tin cans, with 
screw tops, in the following sizes: 


i-gal., %-gal., 1-qt. 


The company states that 1 qt. of 
this compound will clean either two 
four-cylinder motors or one six-cylin- 
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der motor or one eight-cylinder 
motor, making the cost about 12 cents 
per cylinder, or, if bought in gallon 
lots, a trifle over 8 cents. The best 
time to give a Korine treatment is 
stated to be after a twenty or thirty- 
mile run. It can also be applied when 
the motor has been standing idle by 
starting and running until the motor 
is heated slightly above normal. 

The hotter the motor at the time 
of the application of Korine, the better 
the results. The very best results 
can be obtained by allowing the motor 
to stand for three hours after it has 
been treated with Korine. It is stated 
by the company that under no circum- 
stances, however, should it be allowed 
to stand over night or for a period 
exceeding six hours after the Korine 
has been used. To apply this carbon 
remover one spark plug is removed 
from each cylinder and then % pint 
of Korine is injected through the 
spark plug orifice, using an ordinary 
oil squirt gun for the purpose. The 
spark plugs are replaced, and the 
motor is allowed to stand for from 
1 to 3 hr. Then the motor is started 
and run for about 10 min. 

The company claims that the action 
of Korine on carbon causes it to 
soften, loosen and dissolve, and that 
after the motor has been run for 10 
min. the cylinder walls and piston 
heads will be smooth and polished, 
and compression and full power will 
be restored. No carbon remains in 
the motor after it has been thus 
treated, it being all blown out through 
the exhaust. This product sells for 
$3 per gal., $1.75 per half-gal. and 
$1 per at. 


The “Lazco” Engine Trou- 
ble Detector 


The Lazarus Mfg. Company, 746 
Euclid Avenue, Cleveland, Ohio, has 
recently brought out the “Lazco” en- 
gine trouble detector, upon which the 
company has applied for a patent. It 
is stated that this device will im- 
mediately determine and notify the 
driver of a car of the location and 
nature of any irregularities of his 
engine. Misfiring cylinders, carbon- 
ized or broken spark plugs, lack of 
compression, broken or loose wire con- 
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: One Set of 
’ NASSAUS Wins 


Two Big Races 


Dario Resta won the 400-mile Grand Prix Race at the 
Panama Exposition and a week later won the 300-mile 
Vanderbilt Cup Race, using the same identical Nassau 
Tires in both races. 








They were regular Stock Tires; exactly the same in 
quality and material as your customers buy. Resta 
would gladly have paid many times the price if he could 
have secured still stronger tires but the fact is that a tire 
cannot be made stronger than the regular stock Nassau. 





Your customers know the wonderful record of Nassau 
Tires, partly through our advertising and partly because 
Nassau Tires are talked about. They know that a regu- 
lar Nassau Stock Tire will endure terrific strain and 
abnormal wear better than any tire made. 


Why not give your customers the tire they know to 


be the best? 


qssau Cire 


All-Mighty Tough" 


Free Booklet 


We will send you 28-page illustrated booklet showing 
such drivers as Bob Burman, Ralph De Palma, Eddie 
Rickenbacher, Ralph Mulford, etc., if you are interested. 


Thermo Rubber Company 


TRENTON, N. J. 
Makers of Thermoid Brake Lining and Thermoid Garden Hose 


New York Chicago Pittsburgh Indianapolis San Francisco 
Philadelphia St. Louis Detroit ‘ Boston 
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nections, knocking in cylinder (due to 
loose or worn. parts), magneto 
troubles, etc., are automatically deter- 
mined by investigation with this at- 
tachment without leaving the seat or 
raising the hood. 

The dial of the “Lazco” engine 
trouble detector is attractively made 
up in a nickel-plated case, which is 
simply and quickly attached to the 
dash of an automobile, and through 
a single hole in the dash the numbered 
terminal wires are connected to the 
various cylinders. The device can be 
carried very conveniently under the 
seat of a car and applied whenever 
the engine trouble develops. This at- 
tachment can be furnished for four, 
six, eight or twelve-cylinder auto- 
mobiles, and through its compact con- 
struction and finish it does not detract 
from the appearance of the dash- 
board. 

The company claims that this de- 
vice will effect the saving of many 
dollars in repair bills to the automo- 
bile owner and a great saving in time 
devoted to engine repair by the drivez 
who makes his own repairs. In the 
case of misfiring cylinders, for in- 
stance, even the most experienced 
mechanic, to locate this trouble, must 
utilize a system of elimination. This 
takes considerable time and necessi- 
tates laying up the car when it is 
perhaps most needed. With the 
“Lazco” detector these troubles may 
be quickly determined from the driv- 
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The “Lazco” engine trouble detector 


ing seat, investigating each cylinder 
in turn by means of the adjustment 
lever on the “Lazco” dial. This de- 
vice is priced at $5 complete. 


“Ezekleen” Spark Plugs 


The Perpetual Spark Plug Com- 
pany, 330 East Drinker Street, Dun- 
more, Pa., has placed on the market 
the “Ezekleen” spark plugs. The in- 
sulator of this plug is drawn in the 
shell up against a metal ring and a 
metal compression-tight joint is made. 
The insulator is held in this position 
while the insulator is molded in the 
shell. After the assembly has been 
heat treated and the _ insulator 
anchored in the shell the pressure is 
removed, making a permanent com- 
pression-tight jcint without pressure 
on the insulator. The shell is free to 
expand without pressure on the in- 
sulator or disturbing the compres- 
sion-tight joint. The compound used 
to mold the insulator in the shell does 
not stick fast to the insulator or shell, 
but swells when hot and contracts 


when cold, consequently forming a 
tight joint without cracking the in- 
sulator. 

The hollow projecting insulator is 
in the flame at each explosion and 
becomes very hot, but it is stated that 

















“Ezekleen” spark plug, made by the Per- 
petual Spark Plug Company, Dunmore, Pa. 
the heat will not crack this insulator. 
Oil or carbon cannot be made to stay 
on this hot insulator any more than 
it can be made to stay on a hot piece 
of iron. Thus the insulator of the 
“Ezekleen” spark plug is_ self- 
cleaning. 

At each compression stroke the 
hole in the end of the hollow insu- 
lator is compressed full of gas. The 
gas in this hole is 1 in. deep and 3/16 
in. in diameter and is surrounded by 
a hot insulator. The gas becomes 
very highly super-heated and is ready 
to explode with the addition of very 
little heat. For this reason the 
“Ezekleen” plugs do not depend upon 
the electric spark to ignite the gas in 
the cylinder. The electric spark 
ignites the highly super-heated gas 
that is inside of the hot insulator and 
the flash from this gas ignites the 
gas that is in the cylinder across the 
cylinder to the opposite wall. 


“Krome” Fan Belts 


The Chicago Rawhide Mfg. Com- 
pany, 1301 Eliston Avenue, Chicago, 
Ill., is manufacturing the “Krome” 
fan belts, which are of the endless 

















One of the “Krome” fan belts 


type. These belts are made of a 
single ply, with cemented only 
stitched laps. They are intended for 
high-speed small pulley service, such 
as in driving automobile fans. 


Hardware Age 


The “Krome” fan belts are made in 
any width and length _ required. 
Among the advantages claimed by the 
company for these fan belts is that 
they will wear for an exceptionally 
long time, that they eliminate pulley 
slippage and the consequent loss of 
speed, that they will not harden and 
break if accidentally subjected to ex- 
cessive heat or friction, and that they 
are not subject to deterioration if 
soaked with lubricating oil. Besides 
the style which is shown in the ac- 
companying illustration, the Chicago 
Rawhide Mfg. Company also manu- 
factures V-shaped fan belts for auto- 
mobile motor cooling fans. 


No-Shammy Utility Box 


The No-Shammy Products Com. 
pany, 1611 Prospect Avenue, Cleve- 
land, Ohio, is manufacturing the No- 
Shammy utility box. The interior of 
this box is divided into four compart- 
ments, as shown in the illustration. 
Three of these compartments are 
round, and have covers to fit. One 
compartment is intended for white 
lead, one for graphite and one for 
shellac. The shellac compartment has 
a water-sealed cover. This feature 
enables the owner to have clean, 
moist shellac at all times. The large, 
rectangular compartment is intended 
for grease. 

These boxes are well made, from 
heavy black japanned tin. The grease 

















The No-Shammy utility box 


compartment has a self-closing cover. 
The other covers are furnished with 
hangers, so that they will not become 
lost. The No-Shammy utility box 
measures 8 by 12 by 4 in., and sells 
for $2, supplied with 1 Ib. white lead, 
5 oz. shellac, 5 oz. oil and graphite. 
Without the white lead, shellac, etc., 
the box sells for $1.50. 


Richards-Wilcox Catalog 


The Richards - Wilcox Mfg. Com- 
pany, Aurora, IIl., has recently pub- 
lished a new catalog covering the 
“R-W” overhead trolley and I-beam 
carrying equipment, which is designed 
to facilitate the handling of goods. 
It is stated by the company that this 
equipment is needed in factories, 
foundries, machine shops, quarries, 
warehouses, freight houses and on 
docks, ships and similar places where 
heavy loads must be shifted or moved 
about. 
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(Carbon and Rust-Proof) 


Give your customers the absolutely new, guaran- 
teed Kopper King—a spark plug with a copper 
covered shell that cannot rust or become clogged 
with carbon or soot. Sell them a plug that insures 
freedom from other troubles as well—a plug 
with resilient gaskets that prevent the porcelain 
from cracking and elbow-shaped meteor wire firing 
points that keep the firing gaps free from oil. 
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The Kopper King is the handsomest and most 
attractive plug on the market. Singly it is packed 
in purple colored tin cartons. Sets of six are 
packed in stout brown canvas cases for the 
motorist’s kit. Either packing permits the plugs 
to be stored in a tool box, etc., without damage. 


Selling Price, all threads and lengths, $1.00 each | 
Sets of Six, in stout canvas case, $5.00 per set ) 




























SPARK Sari Plus. 
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The Sharp Spark Plug Co. 


3343 Broadview Rd. 
Cleveland, Ohio 


This absolute guarantee 
is tied to every plug 

























The superior selling points of the new Kopper King 
Spark Plug interest me. Please send more infor- 


mation. 
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A Booklet About Graphite 
Brushes 





Operators of electric-power ma- 
chinery are interested in the subject 
of commutation and are fully aware 
of its importance in the electrical 
field. A large percentage of break- 
downs in the present-day motor or 
generator must be charged against 
improper operation of commutator 
and brushes. Graphite brushes are 
designed and marketed with the ex- 
press purpose of reducing commutator 
troubles to a minimum. A booklet, 
“Dixon’s Graphite Brushes,” explains 
how the characteristic lubricating 
qualities of graphite are utilized to 
this end. The Dixon company draws 
special attention to page 3 of this 
booklet, where the advantages of 
graphite as a brush material are 
clearly set forth. An electrical serv- 
ice department for the solution of 
brush problems invites detailed state- 
ments and will advise whether Dixon’s 
brushes are adapted to the stated op- 
erating conditions. A copy of the 
booklet may be obtained free upon re- 
quest from the Joseph Dixon Crucible 
Company, Jersey City, N. J. 


Goodyear Display Fixtures 


The Goodyear tire rack, shown in 
the accompanying engraving, was de- 
signed for the use of Goodyear deal- 
ers, and made in large quantities to 
insure a low price, to fill a need which 
tl was expressed by many of them. 

He It enables dealers to display tires 
{ attractively and protects them from 
oil and dirt. It not only provides a 
place for tires, but has a shelf which 
is used to display tire accessories. 
The general appearance of the Good- 
year tire rack is pleasing. It is stated 





















































The Goodyear dealers’ accessory show 
case 


to be a desirable addition to the equip- 
ment of any dealer, providing an 
adequate display, and yet economizing 
| space. 

The Goodyear Tire & Rubber Com- 
pany, Akron, Ohio, is also supplying 
to dealers an accessory show case in 
: which emergency helps are displayed. 
pe The labels on the articles tell the 
2 whole story. All that is necessary is 
to let the show case suggest to the 
tire user his needs. 

This case is roomy, neat and sub- 
stantial. It has glass ends, sides and 
door. 
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No-Rim-Cut Tires 
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The Goodyear tire rack 


Hinsdale Platinum Point 
Perfector 


The Hinsdale Auto Company, Hins- 
dale, Ill., has recently brought out the 
Hinsdale platinum point perfector, 
which is a tool intended for cleaning 
the contacts in the vibrator or the 
magneto. The company states that 
this tool cleans and polishes contact 
points and leaves a perfectly smooth 
surface, without wasting the plat- 
inum. 

The company points out the neces- 
sity of keeping platinum contact 
points which are in actual service, in 
a clean condition, and it further 
states that the Hinsdale platinum 
point perfector will do this without 
waste of the platinum as is the case 
if a file or a piece of emery cloth is 
used. 


Nelson Re-Bound Check 
Springs 


The A. Nelson Mfg. Company, 564- 
572 West Randolph Street, Chicago, 
Ill., is marketing the Nelson re-bound 
check spring. This is stated to be a 
simple, effective recoil attachment 
which allows natural downward mo- 
tion yet prevents breakage of the 
springs by absorbing the shock when 


the springs arise above their neutral 
position. These springs fit entirely 
over the side member of the frame, 
eliminating thereby any strain on its 
edge. 

The set consists of two steel clamps, 
a pair of oil tempered steel springs, 

















The Nelson re-bound check spring 


one of which is shown in the illustra- 
tion, and two straps of firm, un- 
stretchable oak tanned leather. 

The clamps are easily slipped over 
the side member of the frame, no ma- 
chine work being necessary. The 
check spring may be placed in posi- 
tion on a car in ten minutes. These 
check springs are manufactured for 
use on the rear of a car only. They 
are priced at $250 per hundred pair. 

















The Hinsdale platinum point perfector 
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$725 
A Substantial Delivery 
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$750 


Panel Body 
Delivery Car 


Car at a Low Price 


HIS announces the new Overland De- 
livery Car—now ready for immediate 
shipment. 


Unusually low in first cost, and inexpen- 
sively maintained, this sturdy vehicle will 
soon pay for itself in quick deliveries. 

In it you get full benefit of the saving in 
price made possible only by the extensive 
manufacturing facilities of the great Over- 
land plant. 


The Overland Delivery Car is faster than 
a horse or team. It is far more reliable. It 
is much cheaper in proportion to the work 
done. It gives you the quick action you need 
in your business. 


The 35 horsepower motor has a big surplus 
of power over anything you will ever require. 


35 horsepower 
motor 





33” x 4” tires; non- 
skids in rear 


You can depend on it absolutely at all times— 
under all conditions. 


The Overland Delivery Car is electrically 
lighted and started. It has high tension 
magneto ignition, revolving oil indicator, elec- 
tric control switches on the steering column, 
large tires, and many other advantages 
found on no other delivery car at this low 
price. 


In every respect it maintains the high 
standard for which Overland has always 
stood. It is a substantial, money-making in- 
vestment for any business man who main- 
tains a delivery system. 


The following specifications attest the car’s 
remarkable value. 


Instrument board 
on cowl dash 


High tension mag- Demountable rims “i 66 
Electric starting 
S-Benstag crank- and lighting Center Control ° 
afte me: et a Electric switche - 
e ches 
Thermo-syphon iaree. 1 powerful on steering U ~ A 9 
coclin column « ° . 
Rain-vision, ven- 
iedintioia rear tilating wind- Magnetic speedom- 
springs shield eter 


Write for a special delivery car catalogue. Please address Dept. 266. 


The bis asia ——— Toledo, Ohio 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


STRATHROY, ONT.—The business of the Avery Hardware 
Company was recently taken over by J. Bogue and H. E. 
Mihell, who will continue under the name of Bogue & Mihell. 


Fort CoLuins, CoLt.—W. M. Otis, formerly of the Fort Col- 
lins Hardware Company, has purchased the interest of Roy 
Portner in the P. Anderson ercantile Company, and the 
firm name has been changed to the Otis-Schureman Hard- 
ware Company. 


JACKSONVILLE, FLA.—The reorganization of the Harris- 
Cantrell Hardware Company has taken place, and the com- 
pany is located at 506-510 Main Street. A. S. Harris will con- 
tinue as president. Catalogs requested on 26 gage, 30 by 96 
cold rolled, block sheet metal. 


GALESBURG, ILL.—The Churchill Hardware Company has 
started the erection of a building, which will be three stories 
in height and absolutely fireproof. The company expects to 
be occupying its new quarters about Sept. 1. Many lines will 
be added to its present stock and: improvements made in the 
bon gp lighting, etc. Its business is both a wholesale and 
retail one. 


MITCHELLVILLE, Iowa.—W. W. Wheeler & Son are remodel- 
ing and redecorating the interior of their store. New fixtures 
and shelving are being installed throughout, and the stock 
rearranged. Among the lines handled are automobile acces- 
sories, baseball goods, builders’ hardware, mechanics’ tools, 
fishing tackle, etc., etc. Catalogs requested covering hard- 
ware, stoves and implements. 


WESTGATE, Iowa.—Gaertner & Smorawske have disposed 
of their stock, consisting of belting and packing, gasoline en- 
gines, heavy farm implements, heavy hardware, lubricating 
oils, mechanics’ tools, wagons and buggies, and washing ma- 
chines, to G. H. Scully. atalogs requested. 


BENTON Harsor, Micu.—J. D. Puterbaugh has bought out 
the Hogue Hardware Company. He will carry on business 
without changing the firm name. 


MANISTIQUE, MicH.—Frederick Miller has purchased the 
interest. of Joseph Boncher in the implement business of 
Bonchei & Miller, 


APPLETON City, Mo.—A. L. Rush, of Rockville, is purchaser 
of the Strickland hardware business. 


ANACONDA, Mont.—The Duval Hardware Company is the 
owner of the stock, comprising children’s vehicles, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
shelf hardware, silverware, toys and games and washing 
machines. Catalogs requested on tools, hardware, etc. 


SIDNEY, MontT.—The Johnson-Mercer Hardware Company 
has been incorporated to conduct a retail business in the fol- 
lowing lines: Baseball goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, fishing tackle, 
galvanized and tin sheets, hammocks and tents, harness, heat- 
ing stoves, heavy hardware, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry sup- 

lies, pumps, ranges and cook stoves, refrigerators, shelf 

ardware, silverware, sporting goods and washing machines. 
A. J. Mercer, Gilbert Johnson and George Johnson are the 
incorporators. The capital stock is $20,000. 


MINDEN, NEB.—The hardware, paint, glass and stove stock 
of the Haws Hardware & Furniture Company has been bought 
by CC. Petersen, 


Utica, Nes.—J. H. Thoms & Son have started in business 
here. Their stock comprises automobile accessories, buggy 
whips, builders’ hardware, children’s vehicles, churns, cut- 
lery, dog collars, fishing tackle, furnaces, galvanized and tin 
sheets, heating stoves, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, tin shop, and washing machines, on which cata- 
logs are request 


ATLANTIC HIGHLANDS, N. J.—The Atlantic Hardware Com- 
pany has been incorporated to deal in builders’ hardware, 
building paper, children’s vehicles, crockery and glassware, 
cutlery, fishing tackle, furnaces, hammocks and tents, heavy 
hardware, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, prepared roofing, shelf hardware, refrigerators and 
sporting goods, on which it requests catalogs. The incorporat- 
ors are W. H. Orth, L. A. Hollub and Gertrude Orth. 


PLEASANTVILLE, N. J.—Walter A. Ennis has opened a store, 
earrying a stock of hardware and sporting goods, on which 
catalogs are requested. 


BROOKLYN, N. Y.—J. J. Snyder & Son, doing both a whole- 
sale and retail business at 846 East Eighteenth Street, has 
been incorporated with a capital stock of $50,000. The in- 
corporators are J. J., L. R. and P. A, Snyder. The business 
was established in 1871, and carries a stock of automobile 
accessories, bathroom fixtures, builders’ hardware, building 
paper, cutlery, dog collars, electrical household specialties, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
cils, mechanics’ tools, paints, oils, varnishes and glass, shelf 
hardware, prepared roofing, etc. 


ness. The capital stock is $100,000 


East MEREDITH, N. Y.—Walter D. Beardsley is the pur- 
chaser of the hardware stock formerly owned by Walter J. 
Smith, including automobile accessories, baseball goods, bath- 
room fixtures, buggy whips, builders’ hardware, building 
paper, cutlery, dairy supplies, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, sewing machines, sporting goods, tin shop 
and washing machines, on which catalogs are requested. 


SKANEATELES, N. Y.—J. L. Schultz & Co. has been in- 
corporated to do a wholesale and retail farm implement busi- 
. The incorporators are 
Henry T. Tucker, Warren B. Dewitt and John L. Schultz. 


SYRACUSE, N. Y.—Alexander Grant’s Sons will on or about 
Oct. 1 open an annex to their present store at 136 East 
Genesee Street, and enlarge their stock by a line of sporting 
goods, housefurnishings and automobile supplies. Their busi- 
ness is both wholesale and retail. 


_ NAPOLEON, N. D.—M. D. H. Houser has purchased a half 
interest in the hardware and implement business of the 
Mesick-Stangeland Company, and the name has been changed 
to Houser & Mesick. The stock contains bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, cutlery, dairy sup- 
plies, dog collars, furnaces, furniture department, galvanized 
and tin sheets, gasoline engines, harness, heating stoves, 
heavy farm implements, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, wagons and buggies and washing machines, on which 
catalogs are requested. 


CHILLICOTHE, OnHI0.—S. F. Secrest, who has been in the 
hardware business for more than 35 years, doing both a 
wholesale and retail business, has retired from the Chilli- 
cothe Hardware Company. James McVicker has become a 
partner in the firm. There will be no change in the com- 
pany’s name. 


OKLAHOMA CITY, OKLA.—The Storm & Erickson Hardware 
Company has renewed its charter. The capital stock is $20,- 
000, and those interested are I. W. Erickson, H. O. Davis and 
J. H, Bolinger. Catalogs requested on automobile accessories. 


ALLENTOWN, PA.—Samuel P,. Swartz is building a new 
store at 13 and 15 North Second Street, which will be com- 
pleted about Oct. 1. His stock consists of bathroom fixtures, 
furnaces, galvanized and tin sheets, heating stoves, plumbing 
department, prepared roofing, ranges and cook stoves, re- 
frigerators, shelf hardware and tin shop. Catalogs requested. 


HARRISBURG, PA.—The Ryder Hardware Store has opened 
a branch at 5 North Thirteenth Street, in addition to its store 
at 302 Broad Street. An up-to-date stock of hardware, paints, 
oils, varnishes and glass, washing machines, etc., is carried. 


MARION, S. D.—D. Ebeling & Sons have purchased the hard- 
ware store building of Charles Aldrich. “They carry a com- 
plete line of hardware. Catalogs requested on hardware, 
engines and implements. 


TYNDALL, S. D.—Serr & Kiehlbauch have started in the 
implement business, carrying automobile accessories, gasoline 
engines, cream separators, washing machines, paints, oils, 
varnishes and glass, etc. 


CHATTANOOGA, TENN.—The Magill Hardware Company, 
conducting both a wholesale and retail business in baseball 
goods, churns, fishing tackle, builders’ hardware, mechanics’ 
tools, pumps, silverware, washing machines, paints, oils, var- 
nishes and glass, etc., has increased its capital stock from 
$45,000 to $100,000. 


Appy, WasH.—The Weatherman Hardware Company re- 
quests catalogs on harness, buggies, wagons and cutlery. 


MAIDEN Rock, Wi1s.—Blomquist Brothers have dissolved 
partnership. The business will be continued by A. C. Blom- 
quist, who requests catalogs on automobile accessories, belting 
and packing, bicycles, buggy whips, cream separators, gaso- 
line engines, harness, heavy farm implements, lubricating oils, 
— tools, tin shop, wagons and buggies, and washing 
machines. 





NEILLSVILLE, Wis.—An interest in the implement business 
of Korman & Summerfield has been purchased by Henry 
Ghent. Korman & Ghent is the new firm name. 


New LONDON, WIsS.—The New London Hardware Company 
is moving all of its stock into its new building, which has 
been recently completed, 


WAUKESHA, Wis.—E. D. Counsell has commenced busi- 
ness here, handling a stock of ‘builders’ hardware, churns, 
cutlery, dairy supplies, furnaces, galvanized and tin sheets, 
heating stoves, heavy hardware, mechanics’ tools, poultry 
supplies, ranges, pumps, shelf hardware, tin shop and wash- 
ing machines. Catalogs requested. 
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This New Garford 
Horn Is Doing 
Well, Thank You 


We never dreamed that it would “‘take’’ with the trade as 
quickly as it has. 









Been out on the market for a few months now. Auto- 
mobilists everywhere have already responded enthusiastically 
to our efforts in putting out a perfectly reliable, medium- 
priced warning signal. 


We congratulate those dealers who got first pick at the 
profits which go with the Garford Hand Operated Warning 
Signal at $3.85. 


But things have just commenced! This new auto acces- 
sory is bound to be the biggest buy in all motordom before 
the summer season is over. 


May we give you several concrete reasons why and mail 
you complete descriptive matter? 


The Garford Manufacturing Co. 
100 Olive Street, Elyria, Ohio 


Distributors: 
The Garford Mfg. Co. The Dean Electric Co. The Sumter Telephone Supply Co. The Dean Electric Co. 
Kansas City, Mo. Los Angeles, Cal. Sumter, S. C. Seattle, Wash. 


Canadian Distributors: The Tire Import Co., Toronto, Can. 
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Abbey & Imbrie.....-.-...++++- 103 
Acme Steel Goods Co.......... 28 
Allen’s, N. R., Sons Co...... 16, 31 
Aluminum Solder & Refining Co.103 
American Chain Co........++.--- 12 
American Electric Co.......... 103 
American Screw Co....--+++-- 21 
American Shearer Mfg. Co..... 36 
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American Steel & Wire Co...... 97 
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CH. 2 vseeannccenedenen 96 
Murphy, R., & Sons............ 101 
Seen, Fe Mag GB BOs ce ccs scies 23 
N 
PEE BME Gs wcncdccsesedc 14 
SS Ge. Ci oo bose ota ees 44 
National Stpg. & Electric Wks.. 99 
National Safety Snap Co........ 100 
New Jersey Wire Cloth Co..... 100 
eG. ons aes peewee 34 
Niagara Falls Metal Stpg. Wks. 35 
Nicholson File Co.............-. 6 
North Bros. Mfg. Co........... 27 
Northwestern Barb Wire Co.... 99 
0 
Oliver Iron & Steel Co........ 30 
SP Bn eee PO ced viene ctseeqas 95 
Opportunity Exchange .....104, 105 
een Co Bn, Re GOs wb cccvcnes 103 
P 
Paswer, Charten Oeics. cvcoccces 32 
Parker Supply Co......-cc.cees 98 
Parker Wire Goods Co......... 101 
Peck, Stow, Wilcox Mfg. Co.... 81 
Peerless Handcufi Co.......... 97 
Ps EE, Miesuceedeeercaecude 102 
Pratt & Lambert Mfg. Co....... 13 
Progressive Mfg. Co........... 20 
Sy ie PON hs t Ge wwe c ck covet 102 
R 
Remington Arms, U. M. C. Co.. 39 
Rex File & Saw Co............ 96 
Richards-Wilcox Mfg. Co....... 77 
Roberts Mfg. Co.............. 102 
Robertson, Arthur R.......... 95 
Rock Island Mfg. Co........... 102 
Root-Heath Mfg. Co.......-+.+. 97 
Ruee, EB. T., & CO... cccveccees 103 





Safety Door Hanger Co........ 20 
Samson Cordage Works........ 103 
I MEE ocd cbse stepeceves 40 
eee Te: GBs nacssesvercsee 99 
meme, Te. Bi, Cesc ics caccces 28 
Schwerdtle Stamp Co.......... 102 
Service Motor Supply Co...... G4 
Sharp Spark Plug Co.......... 85 
DE TEL Sanse webu kveeee ces 101 
Sherman, H. B., Mfg. Co...... 96 
mememds Bife, Co. .ccccccccces 11 
Smith & Egge Mfg. Co......... 28 
So-Luminum Mfg. Co.......... 96 
Sommer, John, Faucet Co...... 103 
Sparks-Withington Co. ........ 97 
co ES a 34 
Stanley Rule & Level Co....... 17 
Stanley Works .......... 1, 33, 75 
Star Specialty Mfg. Co........ 96 
Se Tn. We Oi nd 4 vccecton 106 
Stewart Iron Works Co........ 103 
stover Mfg. Co. ...cccccce coce 
Me De HOG. on ss et dnde cece 3 
Syracuse Chilled Plow Co...... 91 
T 
ee Ce es cxvctetcicesoc 99 
Thermoid Rubber Co....... sees 83 
Thomson, Judson L., Mfg. Co.. 28 
Tichener, E. H., & Co. ...cccece 97 
Townsend, S. P., & Co...... - -100 
SE, Gin vcaccassceuc - 
Tubular Rivet & Stud Co...... 91 
U 
Union Caliper Co....... cocccee OF 
Union Hardware Co........ coe & 


Union Horse Nail Co..........100 


V 
WE GL wens bon ddsegsonae - 2§ 

Ww 
Weer Bile Cie ccc wicocvcece 101 
Warren, J. D., Mfg. Co........ 79 
a a 8 ee ee 29 
Pe Uh Revbavestoocesscebviode 99 
WE BOE. Gio cccecccenes cooe 3S 
West Leechburg Steel Co....... 97 
Wheeling Corrugating Co..... » @ 
Whitaker-Glessner Co. ......... 31 
wae, Ea @ f. J. Cescvcesscoce 30 
Whitman & Barnes Mfg. Co.... 34 
See, 3. Bhs B Cec cvcc coves 37 
Willys-Overland Co. ........... 87 
Wire Goods Co......cesceceees 30 
Worcester Lawn Mower Co....100 
Wright Wire Co.........seeee: 36 
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The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is , oe 
the handsomest Barrow on the Market. 


No. 141 Medium with Wood Wheel 
No. 151 Medium with Steel Wheel 






raat legs and wheel are painted red. Sides 
and front olive. Handsomely striped and orna- 
mented. All well coated with a durable varnish. 

Frame is well made of seasoned ash with three crose-bars 
mortised into the handles. Bottom boards are set into the rear 
cross-bar, which prevents splitting at the ends. Strongly braced 
throughout. Furnished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U. S. A. 
















“The Missing Link” Gi ete Neo 


Drop Forged from High Grade Steel. Sizes 4 Inch te 154 Inch. it is the only Link ae Strong as Same Size Chain 


An instant repair for broken 
chain; actuaily neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 





Just place the two halves to- 
gether and head over the rivet- 
pine. 

The interlocking lug and rein- 
forced hole make it twice as 


F 
2 
hii 


Lose No Time in Repairs. 


Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY 


, P ortland, Maine 






























The Nail— 





The Capewell nail. For many years it has 
been considered the leading nail of the world. 
Easiest to drive—surest to hold—safest to 


use. 
The nail which does not fail. 
shoe and the customer. 


ere’s a pattern on the head of each Cape- 
well nail formed by lines crossing each other 
diagonally. A distinguishing feature of the 


brand. 





The Sale— 


More than half the horse nails used in the 





United States annually are the Capewell 
product. 


Therefore, Capewell nails are sure to move 


fastest from the Merchant's shelves. 


Another thing which interests Merchants— 


orders repeat. Satisfied horseshoers come back 
for more. 


Best nail in the world at a fair price—not 


cheapest regardless of quality. 


The Capewell } Horse Nail _ 


HARTFORD, 


CONN. 


The Largest Manufacturers of Horse Nallis in the World 








































—Another 
FEDERAL. 


Endorsement 


Chicago, Dec. 30, 1914 
Federal Truck. Co., 

1716 Michigan Ave., 

Chicago, Ill. 

Gentlemen: -- 

Replying to your inquiry as 
to the operation of our Federal 
Truck, beg to advise that we are 
more than pleased with its 
general operation. 

It has solved. qur haulage 
proposition, - giving us depend- 
able service at all times, par- 
ticularly in view that many 
times we are forced to over-load 
the truck above its rated ca- 
pacity and on several occasions 
have found it necessary to haul 
large units weighing nearly 
4,000 pounds successfully. 

Wishing you the success that 
you deserve for putting such de- 
pendable trucks on the market, 
we remain, 


Yours very truly, 


ILG ELECTRIC VENTILATING CO. 
Robt. A. llg, Treas. 
RAI-EB 


THE TRUCK 





This letter is only one of hundreds that we have 
received from enthusiastic Federal owners all 
over the world. 


Federal Motor Trucks have best solved the trans- 
portation problems of this firm in your line of 
business. While conditions vary a little with dif- 
ferent localities you will also find Federals the 
most economical and dependable solution of your 
own particular case. 


Let us show you. 


Investigation leads to Federalization 


Federal Motor Truck Co. 


242-250 Leavitt Street 
Detroit, Michigan 
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Brass Bound 


Price > 
Cards 


Time Savers 
Energy Savers 
Money Savers 


HERE are nine 

styles, all with 
heavy cardboard 
body, linen bond 
facing and brass 
edging for protec- 
tion. 10 per cent. 
discount on orders 
for 2 doz. cards— 
send for descriptive 
circular and sample 
card. 


Hardware Age 
Book Dept. 


239 West Thirty-ninth Street 
New York 
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If you are not selling— 




































MASTER 
Extra Long 
$1.25 Each 

















Motorists come into your store to 
buy Spark Plugs—then there is no 
reason why you should not sell 
Masters. 

Half of them don’t realize what a 
difference there is in Spark Plugs. 

Half of them don’t realize that to 
get good ignition— 
lots of power— 
and an easy running Engine, they must 
use 

Good Plugs. 

It’s up to you to show them—and— 
it’s money in your pocket too, because 
good plugs must be sold for a higher 
price than cheap plugs. 

It takes just as long to sell the 
cheap plugs—But you make less on 


every sale. 


Devote that same time and energy 
to the sale of real quality Plugs. 

The kind the Motorist needs— 

Master Spark Plugs. 

Then you will be doing a real serv- 
ice to him. 

And you’ll make him so satisfied 
he'll come back to your store again 
and again. 

Thousands of Master Spark Plugs 
have been in cars for a 
year or more without giv- 
ing the least sign of trouble 
or wear. 


The Master has been 
adopted by the U. S. Gov- 
ernment and is used ex- 
tensively by U. S. Navy 
Dept. 























LISTEN 





ASTER SPARK PLUGS 

















The Master will not 

Soot— 

Leak compression or gas. 

The core of the Master will not 
break even under terrific heat, because 
ample provision is made for expansion 
and contraction. 

The Master will always fire even in 
an over-oiled cylinder. 

Not only in Racing Cars— 
but in every motor car— 
under every kind of condition— 
the Master will prove itself constant 
and unfailing in its action. 

Positive always, and free from de- 
fects or faults so common in cheap 
plugs. 

The Master will stand the Gaff. 


| ‘THREE MODELS Retail 
Regular length all threads. .$1.00 each 
Wiatwe BOM co ccccccccececece 1.25 each 
“Master Model F,’” designed 


especially for Ford Cars... 1.25 each 


Master Spark Plugs will give just 
as long, satisfactory, consistent service 
in six, eight or twelve cylinder high- 
speed engines under the heat condi- 
tions which develop in motors of this 
type as in engines of four cylinders 
which have less tendency to extreme 
heat. 


You should be interested in selling 
Master_Spark Plugs. 


HARTFORD 
MACHINE 
SCREW CO. 


488 CAPITOL AVE. 
HARTFORD, CONN. 





————————— 

















Model ‘‘F’’ 


Especially designed 
¢ for Ford Cars 


$1.25 Each 





























MASTER 


Regular Length 
$1.00 Each 
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EMPRESS GREASE CUPS 


'T 3 





BOWEN MFG. CO. 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 





Leather Packed Short Pat. Marine 








C 
invisible Ratchet “O™” 








The Cups shown 
represent only 

a part of our 
line. 


Write for full 


information. 














Style Style 


“Dp” OC, “N” O.C, 


Petty te na Fe 





for Catalogue L. 
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EVERY HARDWARE DEALER @ 
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SHOULD HAVE OUR 


Big Advance Edition 
AUTO SUPPLIES 


Off the Press July 26th 


—and chuck full of everything new and 
good, including complete staple lines. A 
copy for every dealer in the country. 


Something New 


A large, complete catalog of auto sup- 
plies, exclusively for dealers, published 
in mid-season and containing many new 
lines that you would not get ordinarily 
until next year. 


How to Get It 


If you are not on our mailing list your 
request on your business letterhead will 
bring your copy by return mail. Even 
if you are not handling auto supplies we 
want you to have our catalog. Send 
tonight for the new 1916 SMS CATA- 
LOG. 


Dealers Protected 


The Service Motor Supply Co. sells to 
legitimate dealers only. No orders filled 
from consumers. 








Service Motor Supply Co. 


Washington Blvd. and Desplaines Street 
CHICAGO, U. S. A. 


a A ee ee ee 


0 = Lal Wl DAE oe ae of 


1916 CATALOG 
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HE circulation of 
Hardware Age is 
guaranteed. 
Asworn statement 
in detail will be sent 
to any one upon re- 
quest. 








SUNN 


HARRIS 


TRADE MARK REG. U.S. PAT. OFF. 


OILS 


AND 


GREASES 


These pure oils are put up in quantities ranging 
from one gallon cans to barrels, also in iron drums 
of 15, 30 and 50-gallon capacities. The latter come 
equipped with convenient faucets and are highly 
popular with motorists maintaining private garages. 
We also put out a special Ford can easily carried 
under the hood in Ford cars, and flat one-gallon can 
that fits any standard tool box. 


Some of your customers may not know this, so 
drop the hint, and in most cases they will thank 
you for the information. 


HARRIS OILS are America’s 
Leading Lubricants. “A Little 
Goes A Long Way And Every 
Drop Counts.” 


A. W. Harris Oil Co. 


326 S. Water St., 
Branch: 143 No. 
Chicago, Ill. 


Me 


Providence, R. I. 
Wabash Ave., 








=" 





saves the life of old 
belts and the cost of 
new ones. A “‘C. 
0. D.” cure— 


conven- 


























Insures a 
‘‘come-back”’ class 
of customers. Write for 
booklet 40-0. 


Made in JERSEY CITY, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 
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Fits the Hand 
and the Job 


The B & C Monkey Wrench is nicely balanced 
so that it ‘‘hangs’’ right in anybody’s hand. 

Handle, frame and bolster are all in one 
piece, powerfully braced. The B & © is a 
regular Jack-of-All-Work when it comes to 
tackling difficult jobs. 


Write. 


Bemis & Call Hdw. & Tool Co. 


SPRINGFIELD, MASS., U. S. A: 
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C. E. JENNINGS steers ratenr 
EXPANSIVE BIT 
SEE THAT BEVEL 


ON CAP AND CUTTER 






TEETHI 


CUTTE 
CANN 
CREEP 


Nete Micrometer Screw, by means of which, Cutter can be in- 
stantly adjusted to ag peta an inch. 


C. E. JENNINGS & CO. asonsyecturers 71-73 Murray St., N.Y. 












Goodell Mitre Box 


Made ofgfSTEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 


Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


























Eureka Soldering Coppers 
ari teal 


Hand Forged Coppers, made of pure 

ingot copper. No loose handles. The 

finished copper contains more copper and 

less iron than any other brand of cop- 

pers. Shipments from stock. Prices on 
application. 


The Eureka Company 
North East, Pa. 














GOODELL 
MFG. CO. 
Greenfield, Mass. 

® © 

@ © 

HARDWARE 

STORE 
FOR SALE! 








ERY simple matter—the 

Opportunity Exchange 

is read every week by 
men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
economical method of reach- 
ing them. 

50 words $1.00 

and the replies will follow. 


Opportunity Exchange 
HARDWARE AGE, 
239 W. 39th St., N.Y. 
























UFKIN }2ves 


Their long-standing reputation with users everywhere 
of being first in points of superiority— 


ACCURACY—DURABILITY—DESIGN 
is the big asset at the command of 


[UFATN dealers. 


The goods will always measure up. 




















ous fo PAIN four Ca. gine 


New York, Windsor, Can. 











BLISS 
HAND 
SCREWS 


83 YEARS THE LEADER 


Also Manufacturers of 


Cabinet-Makers’ Clamps. Foundry Flask 
Clamps. Bench Vises. Carvers’ Toa 
Handies. Auger Handies. Chalk Line Reeis. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’G CO. 


Pawtucket 
ay & 






























THE ROBERTSON 


“Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


— 


The best magnet hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks. 
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Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or w 
The holder takes dies hy, 


%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
299 KNOWLTON ST. BRIDGEPORT, CONN. 



























WHY WELD 


When you can do better work in one-fourth 
the time, at one-fourth the price, by using the 


latest great discovery? 


No welding. No oxidiza- 
tion. No flux necessary. 
Runs at extremely low 
temperature. . Easily ap- 
plied with gasoline torch, 
Twice as strong and much 
harder than aluminum. 
Never breaks at soldered 
point. aint yourself by Trying it. Used by Inter- 
nat’l] Motor, Locomobile, Packard, Stanley, Pierce- 
Arrow, Brewster, Demarest, Studebaker, Simplex— 
Aeroplane manufacturers and U. S. Navy 


Write for Booklet 55 
$3.50 per lb.—Sample stick (% Ib.) $1.50 net cash. 


SO-LUMINUM MFG. & ENGINEERING CO.; Inc., Sole Mfrs. & Distribrs. 
United States Rubber Co. Bidg. 1790 Broadway, New York 








0- 


The Aluminum Solder 


































KEROSENE AND GASOLINE 


Red-Hot Fire Pots and Torches that 
will please and satisfy the most par- 
ticular mechanic, may be cbtained 
through your jobber at factory prices. 
The Kerosene stock is guaranteed in 
the same way that gasoline is and will 
give you splendid satisfaction if oper- 
ated in accordance with directions. 


The No. 67 Kerosene Fire Pot produces 
a powerful blue flame and is made 
with seamless steel tank which will 
stand hard usage. We guarantee it to 
please you. Send for free Catalog. 


Ne. 67 Red-Hot Fire Pot ASHTON MFG. CO. 


Price Each $6.75 Net 19 NevadaSt., Newark, N.J.,U.S.A. 

















STRONGER AND BETTER 
THAN SASH CORD 





@ When hanging sash and replacing wom- 
out cord use MORTON’S BRONZE 
AND STEEL CABLE SASH CHAIN 
It’s far superior to the best cord made. 
Easy to apply. Will not stretch or twist. 

uns on either round or square groove 


pulleys, 


@In many cases Morton’s Chains have 
been in constant use over 25 years and are 
still good for many more. 


@ Order now and have some on hand. 











THOMAS MORTON 
245 Centre St., New York 























STAR VISES 


IN YOUR WINDOW HELP 
INCREASE SALES 


Just the thing for those who 
want a small, handy vise— 
oe talking points—easy to 
sell. 3 

Sizes from 134” to 2%4"—prices from $4.50 to 
$9.00 per doz. 

Write for particulars of our 
offer to. send you a display 
stand free. It will help show 
Star Vises to advantage. 


Star Specialty Mfg. Co. 


227 W. Erie Street Chicago 
New York Office, 37 Warren Street 































NO SUBSTITUTE 


CAN BE HAD FOR THE GENUINE 


SHERMAN COUPLING 


Patented 





Wrought Brass, No Sand Holes or Flaws; Hence Saves 
Half the Claims for Leaky Hose. 
Full Waterway. Deep Corrugations. Double Knurled 
Nut. Finished Inside and Out. 

Look for the Name “Sherman” on the Nut. 


MADE ONLY BY 
H. B. SHERMAN MFG. CO., Battle Creek, Mich, 
























How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co., Newcomerstown, Ohie 
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American Steel & Wire Co. 


HATH 





MANUFACTURERS OF 















HARDWARE AGE 














Woven Wire Fence, | GET A SAMPLE PAIR OF 
Gates Steel Fence Posts _ PEERLESS HANDCUFFS 
= PR ny Pa ng on your business stationery for 
and Poultry Netting pata et eh Deas eet oe a 
CHICAGO WORCESTER = CLEVELAND E PEERLESS HANDCUFF CO. 
NEW YORK DENVER PITTSBURGH = SPRINGFIELD MASS. 
= ANTAL TTT HT mn 
IVES PATENT ““UNIVERSAL”’ & ‘‘LION’”’ HEEL PLATES 





WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Windew Rattling 





The enly step adjuster made from one piece of metal with 
selid ribs and heavy bed that will not cup or turn in tighten- 
ing the screw. 

Descriptive circular mailed on application 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 


NEW HAVEN, - -2- =-= = = «= CONN., U. S. A. 








Are Big 
Sellers 
Made of Best 
Malleable Iron. 
Full Size and 
Weight. Made 

in 6 Sizes. 


WRITE for PRICES 
Also on 
COBBLER OUTFITS 


Shoe Lasts and 
Stands, Riveting 
Machines, Corn 
Shellers, etc. 
THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO 
N. Y. Agents: D. N. Winner, 90-92 West Broadway 





















We will be de- 

lighted to mail 

you our catalogue 
O 


MAJESTIC 
Coal Chutes 


and quote you our 
best dealers propo- 
sition. 





Write us to-day. 


THE MAJESTIC CoO. 
Huntington, Ind. Kansas City, Mo. 








STAPLES 
and WIRE SHAPES 
mngpaeten. N.Y. Chicago, Ill 





















LLERLT) ELs DILL LLU Lear Pe 





Prompt Gilsson ‘sin Receipt 
of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Soper: Burrs, Cop- 
| q.a——4 Pipe, Cop r$ ‘Crimped Shee 
Copper; Elbows, pper; Gaskets, Corrugated Copper 

nll pper ; Mitres, yy Nails, Copper; Rivets p- 
per ; Roll Copper; Shoes, a a Sheets, per; Soldering 
P rs; Spikes, per : Was 





Copper. 
é your selling needs are listed above, write us at once 
ttsburgh Copper and Brass Rolling Mills 


Pittsburgh, Pa. 
U. 8S. A. 


C. G. HUSSEY CO. _- 











West Leechburg 
Steel Company 


Manufacturers 


Oo 
FINE STRIP STEELS 
sia For all purposes. 


West Leechburg, Open Hearth Furnaces 
Pa. Hot and Cold Rolling Mills 


General ana 
Sales Offices, 
Farmers’ Baak 
Bldg., Pgh., Pa. 
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Guaranteed 
Non-Leakable ‘ 


We're mighty particular that 
no gasoline can leaves our 
hands until it has been both 
steam and air tested. 

That is the real reason be- 
hind our guarantee. Say 
the word and we will quote 














prices, 
Delphos Mfg. i. 
Delphos - 




















De Kalb Business Wagons 


We build business wagons for every class of trade, and 
guarantee each one to be exactly as represented. 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 























Price 
$1.05 
At 





Your 


Stationers 








IRVING-PITT MANUFACTURING COMPANY 
410 EIGHTH STREET KANSAS CITY, MO. 














There’s more satisfaction and profit in 


PARKER exPANSI[JN 80LT5 


“Can't Turn in the Hole” 
‘than in any other brand 
Write—now—for samples, prices, etc. 


PARKER SUPPLY COMPANY 


Makers of Expansion Bolts, Screw Anchors, 
Malleable and Wrought Iron Products 


518 West 45th Street New York 












Slices 
Swiss- 
Cheese 

Bread and 

Beef 


Supply local delicatessen stores and restaurant and hotel 
kitchens with J. B. Slicers. Slice can be regulated for 
thickness. Machine can ve folded when unused. Well 
finished. Durable. Get our prices. 


Jacobs Bros., 


78 Warren St., New York 
® Mirs. of The J. B. Scales Ask for Catalog 
| ia ieee 
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No. 40 Reeds Boiler Dandie 
The clips of these handles are made from heavy sheet steel, 
brightly tinned, best quality and finest finish. Four different 
styles for boilers and four different styles for covers. 
Write for prices and samples. 
Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 

















BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices, 
The Bicycle Step 
Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 





Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S.A. 
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Electric and 
Belt Power 


Auto atic 


The QUALITY WASHER 
IT HAS NO EQUAL 
Embodies EVERY Desirable 
FEATURE, including our new 
Reversible - Swinging Wringer 
with Quick Safety Release. 
Highest Class, Medium Price. 
Best Materials and Workman- 





ship, Simple, Convenient, Ef- 
ficient, Strong, Versatile, 
Durable, Perfect in Operation 
and has Splendid Finish. 
Built in 

SIX DIFFERENT MODELS. 
A Washer for EVERY Fam- 
ily need. It’s a Business 
Builder for YOU, Mr. Dealer. 
Send for our Good Book No. 
99. t’s FREE. Sold ONLY 
through the TRADE. 


Automatic}Electric]Washer Co., Inc., Newton, lowa, U.S. A. 


Model 6 
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AGE 


BALE TIES 
GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 
market, made from selected wire. 

QUICK SHIPMENTS 


NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, Ill. 
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THE COMFORT SELF HEATING IRON 


A specialty that every 
Sells in 
Con- 


Two points. Both ends are front 
ends. Lights in one-third to 
one-fifth the time required to 
light other irons; fount has 
twice the gasoline capacity and 
operates twice as long without 
refilling. The heat regulation 
is absolutely perfect and al- 
ways in control of operator; it 
is an impossibility to enlarge 
the tip for the shut-off is not 
in the tip. Turn it high or 
low at will. 


Weighs 6% Ibs. net and is guaranteed to satisfy. Sold by most 
of the best hardware jobbers and advertised in more than 175 pub- 
lications. Retails = 75; handsome profits to dealers. Send for 
sample on 15 days’ trial. 


National + Ra & Electric Works 
416 S, Clinton St., CHICAGO, ILLINOIS 


A Winner for every Dealer. 
household needs and will buy if you show it. 
preference to all other smoothing irons at sight. 
struction is perfect. 

















TAPLIN 


Dover Egg Beaters and 
Household Specialties 


TAPLIN’S NEW 
LIGHT RUNNING BEATER 


THE TAPLIN MFG. CO. 
New Britain, Conn. 


New York Office: 
143 Chambers Street 






























Guaranteed 
Not to Mar 
the Floor 


Acme Removable Feit Tips are made 
of long haired wool, compressed under 
hydraulic pressure. 


Consequently they wear indefinitely. 





Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 


For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., New York 








Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe P1., Brooklyn, N. Y. 





























PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not preach —— $4.00. 


Ra ne 
y 7 v % a 


i ve 
ein i. 
it Oe ye ae . 
) ; ; 





MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA, PA 








When Wash Day Comes 


Hill's 





HILL DRYER CO. 


316 Park Avenue WORCESTER, MASS. 
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The Hling Hame Fastener 
Sells at Sight 


Simplest, strongest, 
safest harness specialty 
on the market. 
On or off in a second. 
Holds hames uniformly 
tight, no matter who 
hitches up. 
Horse can’t open it or 
A break it. 

: Fully guaranteed. 
All jobbers; $2.00 per dozen. Look for “Kling” on 
the lever. Samples sent to any dealer on receipt of 
Io cents postage. 


The National Safety Snap Co. (Inc.) 
Dept. H. Wilmington, O. 


Sole manufacturers of the Kliingsnap and the 
Kling Hame Fastener. 











Kling 


tame Fastener 





CLOSED 





LASTS LONGER—LOOKS BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
CHICAGO, ILL. 














- The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 






SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 





Townsend Gave to the World 
The Ball Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 
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Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d St., CHICAGO, ILL. 


DID YOU EVER SEE 


Wagner's KANT-SUK Calf 


and Cow Weaner? 
IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 

article allows the 

to graze in the same pas q 
et effectually prevents sucking. 

t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

@ make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 
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existence fo etercvant a century. 
THE GILBERT & BENNETT 
MANUFACTURING COMPANY 
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Gifford-Wood Co.’s 


Write for Jobbers’ Prices and let us 
tell you the different tools sold in 





Show the Housewife the handy Tongs, Picks and 
Shavers yam oak Pas the ice chest— 
She will appreciate the quality. 


are Standard i ality— 
Ice Tools Used Scepebines hee 


GIFFORD-WOOD CO. xupson, nN. y. 


NEW YORK BOSTON CHICAGO 














py your territory. Ask for Catalog. 
SHOE SLOYD 
KITCHEN OYSTER 
PRUNING RUBBER 
PAPER PATTERN 
NGERS’ MAKERS’ 





New Haven Oyster Knife 
ROBERT MURPHY’S SONS CO. -- Ayer, Mass. 


“ANSONIA” NAIL CLIP 10c. 


pate by the makers of the “‘Gem”’ nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit 
Write 


H. C. Cook Co. 
Ansonia, Conn. 














TACKS ‘exc' NAILS sees BOLTS 


Cobblers’ Nails, Bed Screwe, Glazier Points 
SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren St. 

















—> 











JOHN HASSALL. inc. 
RIVETS. 
ESCUTGCHEON PINS. 
SPEGIAL WIRE NAILS 


CLay ANO OAKLAND STREETS 


BROOKLYN, N 
<—-=— — <_<) <—) =) 
In Aca METALS 
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MICHIGAN WIRE CLOTH CO. 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal ‘Wire: also WIRE LATH, Ete. 


Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, Monel Metal Wire, ete. 
517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 


ESTABLISHED 1864 











BROOKS 


WIRE GOODS 


Bright Iron and Brass. al 
Wire Goods Made to er. 


M. S. BROOKS & SONS 
CHESTER, CONN. 











Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 


Wire Goods and Stampings 
WORCESTER MASSACHUSETTS 











ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by amy carpenter. - 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 











The Zimmerman Porch Base 


Prevents Decay and Saves Expense 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


S.CHENEY & SON, Manlius, N.Y. 

















OPPORTUNITY 


Opportunity is waiting for someone in every adver- 


tisement in the “OPPORTUNITY EXCHANGE.” 
Better turn back and read these columns. It might 
be waiting for you. ' 








STUDDING SOCKETS 


Easiest, simplest, bist way to anchor 
—— studding to cement floors. Approved 
4 architects and builders. B demand— 
liberal profit. Write for complete — y B Door 

and Hardwa peci 





alties. 
as Falls, lowa 


Hangers, Sleds, Wagons 
WAGNER MFG. CO., Dept. D., 















aparece Se xchange 
ARD 
239 W. 39th St., N. Y 





It’s a regular with the readers of Hardware Age to consult the Oppor- 
H b) + tunity Exchange for opportunities of all kinds—it’s a paying 

api habit, too. Tell us your requirements—we may be able to 
suggest something that will help you decide what is on 
WARE AGE | your mind. 
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automobile owner. 
pipe jaws and anvil, 








241—AU TOVISE 


Rock Island Autovises 


Number 241 vise is swivel, an -. rs, and is adapted for 
automobile and heavy repair wor oO. 
but is stationary, weighing 32 lb., and is pe P he 4 for the individual 


These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. 


SEND FOR NEW. CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 


vise is same in design, 





Rock Island, Ill. 
231—AUTOVISE 








i. 








Porter’s “‘New Easy” Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


H. K. PORTER Everett, Mass. 











**“VICTOR’? BOLT CLIPPER 


Send for Catalog. 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











140 Years’ Continuous Business 


We 
= Wh 





LARGEST ASSORTED STOCK IN THD WORLD | 
Highest Grade Only 


JOB T. PUGH : :: Phila., U. S.A. 








GEEses 0.5.00. eee 


ZE-LITT PAT. FILE AND TOOL HANDLE 
Stronges Interchangeable Handle Made 


THE (SHAPIN-STEPHENS (f0.. 


PINE MEADOW, CONN., U. &. A, 


Unien Faotery 











HARDWARE STORE 
BUSINESS METHODS 








A book filled with suggestions and rules for the guidance of 
Clerks, Buyers, Salesmen and Managers. Methods used by 
prominent merchants are described in detail. 

227 pages, illustrated, cloth. 


5th EDITION. REVISED AND ENLARGED David Williams Company 


Price $1.00 Delivered. 
239 W. 39th St., N. Y. 














Steel Roller and Press Stamps 


Goa «2 
ures, Burning Brands, 
Metal Checks. 


THE SCHWERDTLE STAMP CO. 
BRIDGEPORT, CONN. 




















FORD This Extension is of the same ttern as our 
No. _. differing in that it is of heavier con- 

structio throughout—and somewhat larger— 

Improved seh - it to hold the shanks of all Auger 


* It is made to follow an eleven-sixteenth hole. 
Bit ary Be, in six lengths—12”, 15”, 18”, 21”, 24”, 
an 


Extension) The Ford Auger Bit Co., Holyoke, Mass. 

















MORTAR H d 

and BRICK 0 $ 

Send for Catalogue 
and Price List 


Mfd. by 
METAL DEPT. 
THE CLEVELAND 


WIRE SPRING CO. 
Cleveland, Ohio 














Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
Lp \ Liquid Soap Dispensers. 
Chas. Morrill, Manufacturer 


102 Lafayette Street 








REG. U. S, PAT. OFF. New Yor, 














KEEP You can get the latest prices from 
POSTED THe Iron AGE _ STANDARD 


Harpware Lists, Send for cir- 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 











STEVENS LINE LEVEL 















weighs z., accur- 
ate and Giabic. Write 
for further detail. Y Yj Uf 
Frank B. Hall — YE Wd GY YY type ee YY, 








Newton[Falls, Ohio 





APOLLO BEST BLOOM— KEYSTONE COPPER 
uality and mont oat durable Galvantand Sheets 


all forms of of capeses — work. 





wr acres ges sence Pract: cog 
We also manufacture Black Sheets of eve 
ucts, Electri Gal Sheets pper Bearing Open Hearth Roofing Tin, Bright Tin 


d for booklet on service tests. 
AMERICAN SHEET AND TIN PLATE COMPANY, General Offices: Frick Building, Pittsburgh, Pa. | +" | 
a 





re, tank, fun es, roofing, siding, and 
description, Sp Spee al Sheets, Formed Roofi ng 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE Se LINES, SMALL LINES - 


AND COTTON TWINES 4 











BOSTON ER MA SS. 























PROF In Cleveland 
ee ee Gr indstones 
We are the only producers of genuine Berea 
and Cleveland Grindstones, the standard by 
which all grindstones are judged. Sold onlyto 


Hardware and Implement Dealers. Write for 
‘book, “‘How to Keep Mail Orders at Home.” 


>THE CLEVELAND STONE CO., Cleveland, Ohio 






















ZS BEST BLOCK TIN K 





ser emr temas 
BEWARE OF IMMITATIONS 
: === SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF LEAD, IRON,OR OTHER INFERIOR METALS, TINNED OR HICKELED. 














JOHN SOMMER FAUCET CO. 35s Cenreac Ave, New 
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E, T. RUGG & CO. | 


NEWARK, OHIO mt 
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KEEP 





POSTED THe Iron AGE STANDARD 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 


You can get the latest prices from 


Harpware Lists. Send for cir- 
cular and specimen pages. 








“SGOULDS PUMPS Bim 


SPRAY AND WATER 


WRITE FOR CATALOG AND PRICES 


THE GOULDS MFG. CO. 





SUPPLY 
SENECA FALLS.NY. 








HARDWARE AGE, 


What Do You Make That A 
Hardware Store Can Sell? 


239 West 39th St., New York 


- Tell us, and we will gladly offer sugges- 
tions as to efficient methods of securing 
the co-operation of hardware merchants. 








—An absolute guarantee with every bar of soider— 


ALUMINUM—SOLDER 


Aluminum Solder & Refining Co., Syracuse, N. Y. 
$2 per box of 4 bars. Discounts to Dealers 

















Shaft-driven, Auto- - 
mobile, Hand Horn 
List Price, $5.00 


The simplest and most dur- 
able on the market. Profit- 
making discounts and “‘deal- 

er helps” for the trade. 


American Electric Co. 





Samson Automobile Horns 





BURNLEY SOLDERING SALTS 











Makes Joints stronger than the ori metals—ada ~~ 
particularly for Tin, Brass and — workers, 
nice Makers, Galvanized Iron, and al “ail kinds of cubaral 
soldering. 
Manufactured by 
Ask for samples 
and prices, — The Burnley ) Battery & Mfg. Co. 











PU 
= The Fighting Fish Has Four 
Chances in His Favor, Unless-~- 
HE dent angler insures cool 
T that his (1) rod and (2) reeland (3 (3 jie an 
4) line bear the sign of the “* Leaping o iphin. 
e 


t's the Abbey & I mbrie sign of quality. 
ers sell under the sign of the “Leaping Dolphin 


ew illustrated catalog H (236 pages) sent on sone 
parcel postage (10 cents) to dn angler who will 
gies us his tackle dealer's name 

Ee Abbey & Imbrie, 18 Vesey St., New York 


Established 1820 
STUUUUCGUQGUHUAOUUENOOGURUORROGSULDOG000N0000000000000000000000000000000000006% 


<2 ES 


best tackle 





stl 









NIPPERS # ss. 


AND 


PUNCHES 


Send for Catalog 





Round and Oval Punches 


OF SUPERIOR QUALITY 


ESTABLISHED 1826 


C. S. Osborne & Co. 
‘ Newark, N. J. 
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OPPORTUNITIES FOR HARDWAREMEN 











Perhaps there is*one for you in one of these advertisements. 

If you want to trade or sell your stock, dispose of your business 

or buy another, if you want a new location—in short, if you are 

looking for any opportunity in the hardware field, you can “get 
next to it” through these columns. 

If it isn’t here tell our readers through this page what you want. 








Help Wanted and 
Business Opportunity 


Advertisements 2c per 
word — $1.00 minimum 


rate. 

Situations Wanted 
2c. per word — 50c. 
minimum. 

Display rates on request. 














Help Wanted 


Help Wanted 


Situations Wanted 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mts- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium _ con- 
cerns, are all big users. State. ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care HARDWARE 
Ace, New York. 





GARDEN HOSE SALESMAN 
WANTED—A-1 salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 
sion basis. Advise territory you 
now cover and give references. Ad- 
dress Thermoid Rubber Company, 
Trenton, N. 





WANTED — Experienced mail 
order salesman and advertising man. 
Box 106, Fall River, Mass. 





WANTED—Wholesale salesmen 
to sell dandy side line; household 
necessity. ommission, 50 cents to 
$2 per article. State territory cov- 
ered. Address “U. M.,” care Harp- 
warE AGE, New York. 





WANTED—A-1 SALESMEN, ac- 

uainted with the hardware trade. 
To sell a well known line of cutlery 
with - improvement thet “a it 
a specialty. Territories: o. 2, New 
York; No. 4, New Jersey, Maryland, 
Delaware, Virginia and West  Vir- 

inia; No. 8, Ohio; No, 10, Indiana; 
No. 15, Iowa. Agencies and “side 
line” men need not apply. Genuine 
up-to-date, hustling salesmen wanted. 
Give references. Address “W. S.,” 
care HARDWARE AcE, New York. 





TO HARDWARE SUPPLY 
SALESMEN in New York City and 
vicinity who are not entirely satisfied 
with their present arrangement, we 
can offer an organization and squip- 
ment flexible enough to conform 
with any reasonable demands, and 
adapted to meet the sternest require- 
ments as to price and service. We 
offer personal co-operation to secure 
business and a proposition on a com- 
mission basis that is absolutely fair. 
Address “W care HARDWARE 
AcE, New York. 





LARGE auto supply jobbing house 
with complete attractive line has 
openings for few more salesmen who 
will carry samples of leaders, and 
sell from newest most complete cata- 
logue of automobile supplies issued. 
Experienced men _ preferred, but 
others considered if capable. Sales- 
men using car and making small 
towns will find this line convenient 
especially those selling hardware and 
kindred lines, as it makes a splendid 
side line proposition. Reply in con- 
fidence, stating fully experience, 
lines handled, territory and how 
often covered. Address “U. U.,” 
care Harpware Ace, New York. 


WANTED—A _ window trimmer 
and card writer, one capable of 
taking entire charge of the news- 
paper and store publicity of one of 
the most up-to-date hardware stores 
in New England. Address Box 
1104, Springfield, Mass. 








Situations Wanted 





A PARTY who is _ thoroughly 
familiar with the manufacture of 
cutlery would like to meet parties 
desirous of financing an up-to-date 
factory. Address “T. Z.,” Harp- 
WARE AGE, New York. 





WANTED—POSITION — Sheet 
iron pattern maker for steel range, 
gas range or in tin shop in stove fac- 
tory. ddress “S. S.,’’ care Harp- 
ware AGE, New York. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BU NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





POSITION WANTED by a young 
man, 22 years of age, with 7 years’ 
experience in the tool, cutlery and 
general hardware line. Can also 
trim good windows and talk German. 
Would desire a position as clerk or 
assistant buyer with a live up-to- 
date hardware business that also 
handles farm implements where I 
can learn the implement business 
thoroughly. At present employed. 
Will leave present position about 
Sept. 1. Address “T. care 
HarpDWareE Ace, New York. 





HARDWARE MAN 30 years old 
with 13 years’ experience desires po- 
sition on road or with a good retail 
concern. Has had 7 years’ experi- 
ence in large wholesale and retail 
firm as house salesman. an give 
A No. 1 reference. Address “‘Hard- 
ware,” 112 Eighth Ave., S. W., 
Roanoke, Va. 





POSITION wanted by first class 
lumber and tinner, heating and 
ead worker by year in Kansas or 
nearby State. Married young man. 
Al reference. 
Town 1000 to 7000 inhabitants pre- 
ferred. State wages. Address 
Charles Jones, Manhattan, Kansas. 





POSITION WANTED by young 
man, age 30 years, married, 10 years’ 
experience in a retail hardware store. 
Would prefer work in South. Will 
consider a traveling position. Ad- 
dress “U. L.,”’ care Harpware AGE, 
New York. 








A HARDWARE MAN with fif- 
teen years’ successful experience 
selling on the road desires connec- 
tion with large jobber or manufac- 
turer to travel through the West or 
Southwest. Can furnish first class 
references as to ability and char- 
acter. Address “‘U. N.,” care Harp- 


‘~Pware Ace, New York. 


SALESMAN wishes to locate in 
the Northwest. Six years’ experi- 
ence in hardware, sporting goods and 
machinist tool line. Experienced in 
both retail and wholesale divisions 
of the game. Address “U. O.,” care 
HARDWARE AGE, New York. 





YOUNG MAN of ability, 28, mar- 
ried, 5 years retail hardware, 4 years 
in cost and purchasing department 
of manufacturing concern, seeks po- 
sition. Address “U. P.,’”’ care HaArp- 
waRE AGE, New York. 





SALESMAN—With 27 years’ ex- 
ericnce, 11 years in retail hardware 
usiness, with one firm. Two years 

on road with implements; 14 years 
on road with firm now with, whole- 
sale hardware, desires a _ position 
with a good retail hardware firm as 
manager or buyer. Reference ex- 
changed. Address “U. Q.,” care 
HArpware Ace, New York. 





SEED DEPARTMENT MAN- 
AGER wants position; 6 years’ ex- 
perience in nurseries, 8 years with 
the best Eastern seed house, the last 
6 years manager of the seed depart- 
ment in hardware store, with great 
success. Well versed in all branches 
of the seed, bulb, plant, poultry and 
implement departments and_hard- 
ware. Am making double the 
amount of sales of the best man in 
the house. Am a hard worker, 
sober and dependable. Am married, 
Address “U. V.,” care HARDWARE 
AGE, New York. 





Will come on trial. |‘ 


CATALOG EXPERT—Am now 
completing compilation of my sev- 
enth large hardware catalog issued 
for the biggest jobbing houses. 
Have compiled aggregate of 7400 

ges. That means’ experience. 

hree clients re-engaged me for the 
second book. That means satisfac- 
tion. A number of years chief com- 
piler and advertising manager for 
four million dollar corporation. My 
services ready shortly for . or 
manufacturer, Address “U. W.,” 
care HARDWARE AcE, New York. 





A young man, 22 years of age, 
with seven years experience in the 
retail hardware business (manager 
one year), desires a position as clerk 
or manager in some retail hardware 
store; strictly temperance; ood 
habits and good reference. Address 
‘U. X.,” care Harpware Ace, New 
York. 








Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United States. 
Address “H. B. G.,”” care HarpwARE 


COLLECTIONS! 

Bad debts, delinquent accounts, 
claims, etc., collected everywhere. 
uick results, prompt settlements. 
No advance fees—no “retainers.” 
No collection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 Broad- 
way, New York. 





—_———— 


FOR SALE—Good, clean hard- 
ware stock, best location in county 
seat town in Southern Michigan, in 
the fruit belt on Lake Michigan. 
Stock will invoice about $6,500.00. 
This is a fine opportunity for some 
one to get into the hardware busi- 
ness. ash sale. No trades. For 
further particulars address “S. Y.,’” 
care HarDWaRE AGE, New York. 





FOR SALE — GOOD CLEAN 
STOCK OF HARDWARE and tin 
shop, town 600, Central Illinois, 
doing about $25,000 business per 
year. Only hardware store in town. 
Bear closest investigation. Address 
y yg care HARDWARE AGE, New 

ork. 





YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO OB. 


VE O A 
WORTH WHILE “BERTH.” 





A SPLENDID OPPORTUNITY 
FOR A LIVE WIRE 

For Sale—A first class general 
hardware and harness business in 
the best city of 8000 people located 
in thé best farming valley in the 
State of Montana. Store is well es- 
tablished and known throughout the 
entire Gallatin Valley of Montana. 
Owner must sell to give his time to 
other business. Stock and fixtures 
invoice about $17,000, but could re- 
duce this somewhat. Investigate 
this opportunity quickly. Address 

ood, Bozeman, Montana. 





AM READY TO INVEST 
$5,000 up in a _ successful going 
manufacturing concern (hardware 
preferred) in Chicago, where my at- 
tention and the additional capital 
will prove advantageous. Replies. 
treated in strict confidence. Address 
“Watson,” care HARDWARE AGE, 
Chicago. 





FOR SALE — Clean, up-to-date 
stock of general hardware, stoves, 
ranges and kitchen furnishings, in- 
voicing about $6,500, located in a 
prosperous New York village of 
7000. Good reasons for selling. Ad- 
dress “T. T.,’’ care HArpware AGE, 
New York. 





Ace, New York. 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
ear. For particulars address “H. 
. caré HARDWARE AcE, New York. 





PARTNER WANTED—To take 
half interest in a going hardware 
store, also half interest in new store 
to be opened in nearby town, located 
in West Virginia in good coal, tim- 
ber and gas country; about $3,500" 
required. Address “U. B.,” care 
HARDWARE Ace, New York. 




















August 12, 1915 





Business Opportunities 





A MANUFACTURER of _ hard- 
ware specialties has about 500 square 
feet of space to sub-let to manufac- 
turers’ agents from Aug, 15, 1915. 
Telephone connection, shipping and 
warehousing facilities. Located in 
heart of hardware district. Office 
equipment furnished if required. 
Address, stating nature of business 
and names of firms represented, Box 
‘U. H.,” care Harpware Ace, New 
York. 





FOR SALE—In Shreveport, La., 
best town in the South, one-half in- 
terest in large retail hardware store, 
crockery and glassware, milk dairy 
and oil well supplies. Population 
40,000, growing rapidly; 12 railroads 
and Red River. Low in rail freights. 
Center of one of the largest oil and 
gas fields in the world. Business 
can be run up to $150,000 per year 
at a gross profit of 30 per cent. Ex- 
penses can be kept around $20,000. 
Will take $25,000 to $30,000 to swing 
deal. Address E, H. Vordenbaumen, 
Shreveport, La. 





AN EXPERIENCED SALES- 
MAN wants to represent hardware 
manufacturers in Pacific Northwest. 
Correspondence invited. Bank ref- 
erences or Dun’s August book. L. 
H. Borton & Co., Portland, Oregon. 





FOR SALE—A nice clean stock 
of hardware and some implements, 
located in Northwestern issouri, 
the best farming country in United 
States. Will invoice from $2,500 to 
$3,000. Strictly a cash proposition; 
no brokers. Address “U. R.,”. care 
HarpDWARE AGE, New York. 





IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 





FOR SALE—Hardware,  imple- 
ment and tinners’ tools in small 
town in Eastern Illinois. Only hard- 
ware store in town. Invoice about 
$3,000. Good farming community. 
Also have new residence for sale. 
Cash only. No agents. Good rea- 
sons for selling. Particulars in first 
letter. Address “‘U. C.,” care Harp- 
ware Acs, New York. 





FOR SALE—Clean stock of hard- 
ware and furniture, invoicing $25,- 
000; old concern with established 
business; 25,000 square feet floor 
space; reasonable rent; will bear 
personal investigation of any one 
interested; reason for selling, death 
of the owner; cash sale; no trades. 
ag Alonzo Mims, Catlettsburg, 

y. 





FOR RENT 


In heart of Chicago, 
wholesale and central dis- 
trict—with excellent ship- 
ping facilities—low insur- 
ance—three upper floors, 
38 x 150 ft. 


ADDRESS: 


P. & F. Corbin Division 
CHICAGO, ILL. 


HARDWARE AGE 








If you have services to 
sell, try a Liner Ad. in our 
Classified columns. They 
bring results. 


Or if you wish to engage 
an expert salesman—road 
or retail—or any other 
kind of experienced hard- 


ware help, a Liner Ad. will 
put you in touch with a 
good many men looking 
for just such a position. 


Or, if you have a side 
line to market—a business 
to sell—a partner to seek 
—try a Liner Ad.—dis- 
tance is no disadvantage 
to the Business Opportun- 
ity columns of HARD- 
WARE AGE. Here the 
East meets the West and 
the North the South—they 
are brought together by 
their interlocking wants. 


Two cents a-word is 
the rate for either Help 
Wanted, Position Wanted 
and Business Opportunity 
advertisements, addresses 
included. Minimum charge 
50c for Position Wanted, 
and $1.00 for Help Wanted 
and Business Opportunity 
Advertisements. 
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File Pre-eminence 


Customers can 


superiority of the Delta 
cut the instant the Del- 
ta’s put on the job—and 
they can see it in length 


of efficiency. 


feel the 








DELTA 
FILE WORKS 


Philadelphia, Pa. 


Chicago Office : 
62 E. Lake]Street 


New York Office : 
260 West Street 








You can eas- 
ily command 
the file trade 
in your local- 
ity with such 
consistency of 
merit in your 
file depart- 
ment. 


DELTA 
FILES 


are made of 
crucible steel 
(the only files 
from 3 to 24 
inches made 
absolutely of 
this material). 
This, in -con- 
junction with 
half a century’s 
experience in 
file tempering 
and cutting is 
responsible for 
Delta _—superi- 
ority. 


A shape and 
size for every 
need. Our 
trade - mark 
(which is on 
every tang) is 
a satisfaction 
or money back 
guarantee. 


Order from 
your jobber: if 
he cannot sup- 
ply you, write 
us. 
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An exact duplicate of the ad below appears in the Aug. 12 


) i f ‘** Ameri Machinist.” T ff h d 
Hardware Dealers! iss: 0 “American Machinist” "fear of here ana 
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Starrett 
Bench 
Micrometer 










Here is the ideal bench micrometer thousandths up to one inch. It has 
for use in Inspection Departments heavy base which makes it a rigid 
of large industries where a number of and accurate tool. It is furnished 
duplicate parts are made. This in- with lock nut and ratchet stop. It 
strument permits the inspector to can be supplied without ratchet stop 
work rapidly yet accurately and at a slight reduction in price. This 
insures the quality of every piece instrument is graduated in English 
which passes the inspector’s test. units reading up to one inch or in 


It measures by thousandths or ten- Metric units up to 25 mm. 


Prices as follows: 


No. 577 A with fine points, .075 diam., reading by thousandths..... $7.50 
No. 577 B with regular points .235 diam., reading by thousandths... 7.00 
No. 577 C with fine points .075 diam., reading by ten thousandths.. 8.50 
No. 577 D with regular points .235 diam., reading by ten thousandths. 8.00 


Metric 
es eee ek SOR I I I FI, oo ok oc ctcccepsacecscvciess $7.50 
No. 577 MB with regular points, .285 diam. ..............2ee0ee0. 7.00 


Send for 320-page free catalog No. 20A describing 2100 styles and sizes of tools and hack saws. 


The L.S. Starrett Co., | Athol, Mass., U.S. A. 


WORLD’S GREATEST TOOLMAKERS 
NEW YORK LONDON CHICAGO 


42-474 
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Sound 


Your 
SPARION 
332,960 Times 


and it will be good for 
as much more service 


N a factory test conducted 
by the Hudson Motor Car 
Co., the Sparton horn was 
sounded 332,560 times, showing at 
the end that it could without doubt 
repeat the test. 
One hundred blasts a day for nearly 
ten years would be required to equal 


this test. 


RION 


' Automobile Horns 


are regular equipment on 90 per cent 
of American cars furnishing motor 
driven horns. 

Sparton Motor Driven Horns from 
$8.00 to $15.00, identical in design 
and quality, differing only in size 

and shape. 
Sparton Hand Operated Horns 
$4.00, all finishes. 


The entire line is on exhi- 
bition at most dealers’ 
— Catalogue on Request 


The Sparks- 
Withington Co. 


Jackson, 
Mich. 





Hand Operated Spartons, $4.00 













Motor Driven Spartons 
$8.00 to $15.00 
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SIT DOWN AND TALK IT OVER! 


Ten minutes’ time will convince the progressive 
hardware dealer why he should place his order 
with us now for 


ERECTOR 


Awarded Gold Medal Panama-Pacific International Exposition 





| 
| 
| 
| 
f 








The sale of construction toys this season will be greater 
than ever and the hardware dealer who fails to investigate 
carefully our liberal sales plan is letting profits slip through 
his fingers. 


Erector success is built on quality goods, national adver- 
tising and dependable service. 





Write for catalog, prices and full information about our 
store demonstration plan. 


THE MYSTO MANUFACTURING COMPANY 


A. C. GILBERT, PRESIDENT 


NEW HAVEN, CONN., U. S. A. 















































